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SIGNIFICANT FACTS — 1942 





A G E—SIZE » « » Chartered in 1905, the Midland Mutual Life is older than any one of 83°. of all 
United States life companies and has more admitted assets than any one of 85°%.. 


SERVICE ar Free health examinations for policyowners. 
Every policyowner participates in earnings. 
All modern forms of life and annuities available. 


MORTALITY ee The Midland Mutual has always experienced an unusually low mortality, aver- 
aging 40.3°/, of the expected death losses over the past thirty-five years, or about 
25°. less than the average for all companies. 


DIVIDENDS we Dividends are paid at the end of the first year, on annual premiums, and during 
disability and on paid-up policy additions. 


COMP ARATIVE.. Of the 400 legal reserve United States life insurance companies, those having 
$100,000,000 or more of ordinary insurance in force are 73 in number. These 

FIGURES, 1 941 * 73 companies, of which the Midland Mutual is one, hold 90°. of all legal reserve 
life insurance in force in United. States companies. Note the following significant 
comparisons: 


Average 73 MIDLAND 
Companies MUTUAL 


Assets to each $100 Liabilities . .. . . .$105.82 $108.43 
Surplus to each $1,000 Insurance in Force . . $17.45 $21.66 
Per Cent of Income over Disbursement .. . 30.55% 35.22% 
20 Year Average Dividend per $1,000 OWLAge35 $4.87 $4.93 


RATING eae Alfred M. Best, New York, well-known, independent authority on life insurance 
companies, makes these statements concerning the Midland Mutual Life in his 
1942 Life Reports: 


BONDS — Two-thirds of total bonds have ratings of A or better. We consider 
them of excellent quality. 


MORTGAGES represent 45°. of the physical assets. The mortgages seem of 
excellent quality. 


OPERATIONS — Mortality very favorable, lapses low, net cost to policyowners 
has been low. 


RECOMMENDATION — The Company has long been most ably managed in the 
interest of its policyowners, and the results achieved are well above the average 
for the business. In our opinion it has ample margins for contingencies. Upon 
the foregoing analysis of its present position we recommend this Company. 


THE MIDLAND MUTUAL LIFE 


Insurance Company «+ Columbus, Ohio 
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‘HOW DO WE KNOW?’ 





—asked the President 








“WE INVESTIGATE BEFORE WE INVEST” — said the advertising manager, and 


tells his President how the use of available facts protects their advertising investments. 


President: “That’s a good looking campaign. 
The illustrations are stoppers. The copy is in- 
teresting and to the point. Now where do we 
go from here? How do we know that the publica- 
tions in which we plan to run these ads are the 
best ones to do the job? And then how do we 
know that we get what we pay for?Ordon’t we?” 


Advertising Manager: “We know because we 
investigate before we invest. Our choice of 
media is based on facts from reports issued by 
the Audit Bureau of Circula- 








uring and verifying the circulation of the pub- 
lisher members. 


“Take business papers for instance: A.B.C. 
reports show how much circulation a publica- 
tion has, how it was obtained, how much people 
pay for it, where it goes, the percentage of re- 
newals and other facts that make it possible for 
our agency to select the papers best suited to 
our needs and to tell us just what we will get 
for our money. When you see ‘A.B.C.’ after the 

names of publications on our 





tions, a self-governed associa- 
tion of advertisers, advertising 
agencies and publishers. Work- 
ing with the publishers we 
have set up definite standards 
for circulation and provided 
methods and means for meas- 





SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indicate 
a reader audience that has responded 
to a publication’s editorial appeal. 
With the interests of readers thus 
identified, it becomes possible to 
reach specialized groups effectively 
with specialized advertising appeals. 


advertising schedules, it means 
that our selection is justified 
by the verified information in 
A.B.C. reports.” 


President: “Good. That’s the 
way it should be. Why hasn’t 
someone told me these things.” 








The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations 


Ask for a copy of our latest A. B. C. report 
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Future of 


Group Association 


Is Now Clouded 


With Metropolitan, Pru- 
dential, Equitable Out, 
May Abandon Policing 


NEW YORK—Now that Metropoli- 
tan Life has joined the ranks of non- 
members of the Group Association, 
along with Prudential and Equitable So- 
ciety, there is considerable speculation 
as to the association’s future. One pos- 
sibility is that it will be reorganized to 
permit companies to keep on exchang- 
ing information, compiling statistics, 
and the like but without the self-polic- 
ing function which has been part of the 
organization's role in the past. 

_Legislation enacted at the 1942 session 
of the New York legislature gives the 
insurance department authority to fix 
minimum rates but this would not be 
done unless a rate-cutting war or pay- 
ment of unreasonably high commissions 
should develop. None of the three with- 
drawing companies has shown any signs 
of doing anything that could be con- 
sidered cutthroat competition and their 
attitudes have been such that nothing 
of the sort is looked for. 


Must File Rates 


Since the new law compels companies 
to file rates and then adhere to them, 
the New York department has a good 
start toward having the power it needs 
to hold the group-writing companies in 
line. The Group Association has done 
a fine job in keeping costs to policy- 
holders down, for two of the important 
factors which can raise group coverage 
costs higher than they should be are 
the payment of new commissions when 
business is transferred from one com- 
pany to another and the payment of re- 
latively small renewal commissions. An- 
other way in which the association kept 
costs down was in bringing about a 
substantial degree of uniformity among 
coverages. Special frills which one com- 
pany might adopt not only added to the 
employer’s headaches in trying to decide 
which policy really was superior but en- 
couraged brokers to try to switch cases 
from one company to another and de- 
mand payment of commissions on the 
ground that a different coverage was 
being sold. On the other hand, the 
broker’s plea that he should be paid a 
commission for switching a substantially 
identical contract from one company to 
another sounded pretty flat, even to him- 
self. 

One result of the new setup which 
finds three of the biggest group writing 
companies outside the association fold 
is that gross premium rates may be re- 
duced somewhat. Paradoxically this 
would very likely have the effect of 
raising net costs, almost certainly for 
the better risks at least. This is because 


Nominations Made 
for New Officials 
of C. L. U. Society 


The nominating committee of the 
American Society of Chartered Life 
Underwriters has recommended George 
E. Lackey of Detroit for president. 
John D. Moynahan, manager of Metro- 
politan at Berwyn, IIl., is the retiring 





GEORGE E. LACKEY 


president. Mr. Lackey is_ general 
agent of Massachusetts Mutual in De- 
troit. He has been very active in the 


life underwriters movement and is a 
former president of the National asso- 
ciation. M. L. Buchanan of Buchanan’s 


Estate Service of Boston is recom- 
mended for vice-president; E. A. Krue- 
ger, manager of field service division 


and underwriter for State Life of In- 
dianapolis, for reelection as treasurer 
and Dr. David McCahan, professor of 
insurance, University of Pennsylvania, 
and dean of American College of Life 
Underwriters, for secretary. 

The directors put in nomination are 
R. E. Olmsted, general agent Mutual 
Benefit Life, Providence; W. H. Smith, 
general agent Northwestern National 
Life, Cleveland; K. L. Dunlap, district 
manager Prudential, Nashville; R. D. 
Hinkle, assistant agency manager Equi- 
table Society, Chicago, and George L. 
Buck, a broker at Seattle. 

The nominating committee consists 
of Walter N. Hiller, Penn Mutual Life, 
Chicago; F. C. Hughes, general agent 
Mutual Benefit Life, Milwaukee, and 
Theodore Widing, Provident Mutual, 
Philadelphia. 

Balloting on the committee’s recom- 
mendations is now being conducted by 
mail. 


Insurance Leaders 
Before Senate Body 


Important Hearings 
Friday and Tuesday 
by Finance Committee 


Representatives of the National As- 
sociation of Life Underwriters are sched- 
uled to appear before the Senate finance 
committee Friday of this week 
on pension trusts and next Tues- 
day on the elimination of the $40,000 spe- 
cific life insurance estate tax exemption 
and on other points covered in the N. A. 
L. U. presentation before the House 
ways and means committee in April. 

The purpose of appearing F riday is to 
try to obtain some other means of limit- 
ing employer deductions for pension 
trust contributions than the one which 
was inserted at the last minute by Treas- 
ury tax experts before the House ways 
and means committee and which was 
included in that form in the bill as passed 
by the House. This provision is that if 
the employer’s contribution for a given 
year exceeds 5 percent of covered em- 
ployes’ payroll the excess over 5 percent 
cannot be deducted in that year but must 
be spread over the succeeding 60 
months. 


Contributions Usually 10-20% 


Since most pension plans involve con- 
tributions ranging from 10 to 20 percent 
of salary, spreading the excess above 5 
percent over a five-year period is objec- 
tionable because changing business con- 
ditions may make the future deductions 
of little value, and in the meantime the 
employer would be forced to pay taxes 
on a large share of the money he had 
contributed to the pension fund. 

The March 23 statement of Randolph 
Paul, treasury tax expert, proposed a de- 
duction of 5 percent plus whatever addi- 
tional amount was shown to be actuari- 
ally necessary. The later provision was 
aimed at sheaplitying the Treasury’s ac- 
counting but N. A. L. U. leaders hope 
this end can be achieved in a less drastic 
way. 

Meyer M. Goldstein, general agent 
Connecticut Mutual Life, New York 
City, and member of the N. A. L. U. law 
and legislation committee, will appear 
on behalf of the association. D. B. Ma- 
duro, counsel New York City Life Un- 
derwriters Association, and of the N. A. 
L. U. law and legislation committee, may 
also present the association’s position. 
30th Mr. Goldstein and Mr. Maduro 
appeared before the House committee. 
W. E. Jones, N. A. L. U. executive sec- 
retary, will be on hand at both the Fri- 
day and Tuesday sessions. 

John A. Witherspoon, general agent 
John Hancock, Nashville, and N. A. L. 
U. president, and Lawrence Baker, the 

(CONTINUED ON PAGE 16) 








group net costs reflect the experience 
of the individual group and the more 
that margins are cut down between net 
and gross rates the larger is the poor 
risks’ excess over gross premiums, 
which can only be met by raising the 
net cost of the rest of the risks. 

One of the functions of the Group As- 


sociation has been.to conduct mortality 
and morbidity studies. The mortality 
studies were recently taken over by the 
Actuarial Society of America. Future 
morbidity studies will probably come 
out in response to special requests from 
the New York department in connec- 
tion with its new regulatory powers. 


Sam Cummings Opens 
Fight on Chairman 
of Board Plan =~ 


Objects to Subordinating 
N.A.L.U. Elected Officers 
to Paid Executive 


DALLAS—Warning against a threat- 
ened “blackout of volunteer leadership” 
which he declared to be the life blood 
of all organizations of the type of the 
National Association of Life Under- 
writers, O. Sam Cummings of Dallas 





0. SAM CUMMINGS 


expressed strong opposition this week to 
the proposal that the N. A. L. U. organi- 
zation plan be changed to provide for 
the position of chairman of the board to 
be filled by a salaried employe who 
would have powers “over that of the 
president.” 

A former N. A. L. U. president and 
author of the association’s existing plan 
of organization and the present by-laws, 
Mr. Cummings released an open letter 
to all present and past officers of local, 
state and the National associations, in 
which he asserted that he is “unalterably 
opposed to a change which would super- 
impose a salaried employe over the 
elected officers, with powers even 
greater than the president.” 

His action was prompted by the an- 
nouncement that James E. Rutherford 
of Seattle had been named chairman of 
the board of trustees and executive head 
of the National association at a called 
meeting of the association's board, and 
that a change in by-laws. would be 
sought at the annual meeting in Chicago 
Aug. 19 to permit the addition to the 
executive staff. 

Pointing out that the proposal is not 

(CONTINUED ON PAGE 18) 
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Wage Ceiling Fear 
Boosting Sale of 
Pension Trusts 


Employer's Contributions 


Must Begin Before 
Order's Effective Date 


NEW YORK—tThe current wave of 
pension trust business is attributable in 
considerable measure to the well-founded 
feeling among employers that the gov- 
ernment will shortly set a ceiling on sal- 
and wages, as has already been 
done in Canada. As a sales argument 
for corporations that have been toying 
with the idea of establishing pension 
plans agents have found the imminence 
of a wage ceiling quite effective. 

Amounts contributed by the employ er 
toa pension trust are of course in the 
nature of extra income to the employe 
and unless a ceiling order specifically 
provided that these amounts would not 
be so regarded it would be an effective 
block to the establishment of new pen- 
sion trusts, except in such unusual cases 
as might be set up with the participants 
accepting a reduction in pay equal to the 
amount contributed to the trust. The 
only incentive to an employe in such a 
plan would be that he would not have to 
report the contribution as income in the 
current year but only after he retired 
and began to receive his pension, when 
presumably his income tax bracket 
would be considerably lower. 


Effect in Canada Drastic 


In Canada the wage and salary ceiling 
knocked a thriving pension trust busi- 
ness squarely in the head. Today it is 
necessary to obtain special gov ernmental 
approval and furnish convincing proof 
that the added compensation represented 
by the employer's contribution will not 
be detrimental to the war effort. 

In spite of the wage ceiling threat 
many employers who might be prospects 
for pension trusts are holding off until 
the pending revenue bill has been signed. 
In its present form the bill limits some 
of the tax advantages which pension 
trusts now enjoy. While the presump- 
tion is that neither the Senate finance 
committee nor the conference commit- 
tee of the House and Senate will see any 
particular need of tinkering with the sec- 
tions dealing with pension trusts there is 
no telling what the law will be on this 
point until it has been approved in its 
final form by both houses. 

If a wage ceiling does not interfere it 
is quite possible that there will be an- 
other surge of pension trust business fol- 
lowing the bill’s passage, providing 
nothing is done to limit the tax incen- 
tives more drastically than does the bill 
in the form passed by the House. 


aries 


L. F. Montgomery Jackson 
Manager for Prudential 


Lewis F,. Montgomery, who recently 
returned to Jackson, Miss., has now be- 
come manager of the Jackson ordinary 
agency of Prudential. Mr. Montgomery 
has been on the home office staff since 
the beginning of the year but prior to 
that time had taken an active part in 
the ordinary field activities. He was en- 
rolled as a special agent in 1932, at Jack- 
sonville, Fla., and three years later was 
promoted to assistant manager. He 
graduated from Mississippi College in 
1925 and lived in the state for more than 
10 years. He was attached to the U. S. 
army of occupation in Germany for 234 
vears following the world war. In Jack- 
son he takes the place of the late Sam- 
uel F. Gammon. 


a UNDERWRITER 


Elecied Manager 








HARDESTY 


PAUL L. 


Paul L. Hardesty, formerly assistant 
manager of the U. S. Chamber of Com- 
merce, who has been chosen manager, 
has had a splendid training for the job. 
He has already demonstrated his ability 
as an executive and much is being ex- 
pected from his division. 


War Clause Vote Is 
Now Being Taken 


Superintendent of Insurance John A. 
Lloyd of Ohio, who is chairman of the 
executive committee of the National As- 
sociation of Insurance Commissioners, 
has sent the report adopted by the life 
committee to the members of his own 
committee for a mail vote. The subcom- 
mittee of the life committee worked on 
the war clause subject and that report 
was adopted by the committee as a 
whole. As soon as the returns from the 
executive committee are received Chair- 
man Lloyd will announce the results. 


Convention Is Canceled 


The International Association of In- 
surance Counsel, which was scheduled 


to have its annual convention at the 
Greenbrier Hotel, White Sulphur 
Springs, W. Va., Aug. 31-Sept. 2, has 


canceled it owing to war conditions. 
President Willis Smith of Raleigh, N. C., 
made the announcement. 


Research Bureau's School 


The Sales Research Bureau has com- 
pleted its third and final 1942 school at 
the Edgewater Beach hotel in Chicago. 
The two-week course was attended by 
65 men representing 30 companies in the 
United States and Canada. Instructors 
were L. W. S. Chapman, R. N. Ford, 
H. F. Manley, Ward Phelps, J. E. 
Schoefeld and B. N. Woodson. 


To Be Work Matin 4 
at Annual Muster 


American Life Convention 
Will Eliminate Banquet 
and All Entertainment 


The American Life Convention at its 
annual meeting the week of Oct. 5 at 
the Edgewater Beach Hotel, Chicago, 
will have strictly a business meeting 
even with the banquet and entertainment 
for ladies omitted. There will be no golf 
tournament. In fact, this organization is 
noted as being a working body and when 
the bell rings Monday morning of con- 
vention week the school, so to speak, 
starts and keeps very steadily in session. 

People attend the meeting because of 
the benefit they derive from it. It is not 
simply a program of set papers. There 
is much discussion, conference and de- 
liberation over what is being done. The 
programs are intensely practical. For 
that reason a number of companies have 
several executives or key men attend be- 
cause it is felt that through this means 
they derive ee of genuine value. 

When A. J. McAndless, president of 
the Lincoln National Life, who is presi- 
dent of the American Life Convention, 
and General Manager C. B. Robbins dis- 
cussed the forthcoming conference with 
the Office of Coordinator of Transporta- 
tion there was no objection whatever to 
the meeting being held. It was convinced 
that it was very valuable and essential. 
The procedure will be followed this year 
as in the past, the Legal, Financial, In- 
dustrial and Agency sections holding 
meetings in addition to the general ses- 
sion. Work is now being done in de- 
veloping the program for the sections 
and the general meeting. 





New York Rules on 
Reinsurance Are Modified 


NEW YORK—Companies ceding re- 
insurance to companies not licensed in 
New York State but meeting the New 
York department’s standards of solvency 
and home-state departmental supervision 
will be permitted to take credit for such 
reinsurance in their annual statements, 
Superintendent Pink has ruled. The rul- 
ing, in effect, places non-admitted but 
approved life reinsurers on the same 
footing that similar companies in the 
fire and casualty field have enjoyed for 
some years. 

Reinsurers not licensed in New ‘ork, 
such as Lincoln National Life and Sun 
Life of Canada are not expected to show 
any great increase in the amount of re- 
insurance obtained from New York 
admitted companies, as companies here 
have done business with non-admitted 
reinsurers even though unable to take 
credit. To some extent the penalty of 
being unable to take credit has been 
minimized by the direct-writing com- 
pany keeping the entire premium except 
the term premium for the net amount at 
risk, even in the case of coinsurance, 
or share reinsurance business. 





Figures for First Six Months of 1942 





New Paid 


Business 
’ 1942 

Continental Assurance...... 50,573,826 
Equitable Life, Can....... $ 2,028,453 $ 
Farm Bureau Life........ 10,169,425 
(euemiian TASC ..siiccwiwees 21,430,409 
CO ae 6) ee ere 34,212,715 
ONG BkG;, I. Ws5. 65:60060 23,191,227 
Hoosier Farm Bureau Life. 2,130,471 
Pautunl Date, Ne Viewscce se 86,059,843 
National Equity Life...... 2,107,000 
North Amer. Life, Ill..... 3,776,529 
Occidental Life, Cal....... 82,691,278} 
Cie WEBCO EATOs oa vcs c nee 6,412,596 
Philadelphia Life ........ 2,831,067 
Standard Life, Miss....... 8,210,440 
Sunset Life, Wash........ 1,604,631 
PMION. Mut, “Giles 06-0000 6,847,985 
United Life & Accident... 2'596,341 
FRATERNALS 


20,112,984 


Maccabees 
3,071,306 


Woodmen Circle 


Includes group. Figure for 


Inc. or Dec. Ine. or Dec. 

New Paid Insurance Insurance 

Business in Force in Force 

1941 1942 1941 

30,737,718 +15,367,439 + 11,209,225 
1,431,336 $ ©+952,584 $  +437,807 
9,154,616 + 8,375,338 + 7,630,491 
20,548,121 +8,711,162 +5,392,889 
33,008,468 +14,051,382 +14,824,156 
22,845,504 +11,330,601 +10,627,721 
,788,408 + 1,779,419 +1,496,617 
89,120,651 —10,631,520 —14,283,563 
2,198,000 685,093 + 477,732 
4,288,562 +571.241 + 275,854 
42,945,938) + 42,937,226! +17,532,9301 
5,752,653 + 3,419,370 +1,804,196 
2,426,581 973,435 +379,474 
9,325,944 + 203,924 +1,320,892 
1,331,634 + 832,963 +770,057 
5,797,104 + 3,578,497 + 3,207,846 
3,052,107 +1,321,883 +1,514,203 
20,111,968 + 2,830,787 + 3,937,548 
3,838,716 —1,325,099 —1,095,926 


zroup in 1942 estimated. 


of A. L. C. Closes 
at Banquet 


Life Insurance “Informa- 
tion Please” with Econo- 
mist-Experts Is Feature 


Fifty-two men from 44 life companies 
in 23 states and the District of Colum- 
bia received certificates in the 1942 Life 
Officers Investment Seminar conducted 
by the Financial Section of the Ameri- 
can Life Convention in cooperation 
with the school of business of Indiana 
University at Bloomington, Ind. 

The certificates were presented at 
exercises following a dinner by A. J. 
McAndless, president Lincoln Na- 
tional Life, the A.L.C. president. He 
paid high tribute to the young men 
whose foresight and persistence were 
responsible for the seminar which has 
completed its third year. Demands of 
War on man-power of life companies 
caused attendance to be slightly less 
than in 1941, but new standards of ex- 
cellence were set in the course. 


Commissioner Viehmann Speaks 


Ranking officers of most of the In- 
diana life companies and many distin- 
guished guests attended, including Com- 
missioner Viehmann of Indiana. He 
extended a brief welcome. Col. C, B. 
Robbins, A.L.C. manager and general 
counsel, spoke. Special songs prepared 
by C. F. Nettleship, Jr., secretary, Co- 
lonial Life, were sung, with Prof. Wil- 
liam Rose of the music faculty leading. 
Naomi Bosworth Pryor, student who 
recently was given an audition by the 
Metropolitan Opera Company, gave a 
vocal program. 

President McAndless led a “Life In- 
surance Information Please” program 
participated in by M. Albert Linton, 
president Provident Mutual, who was 
one of the students in the seminar; C. 
L. Benner, vice-president and finance 
chairman Continental American Life, a 
noted economist and special lecturer. 
Wharton School, and Marcus Nadler, 
professor of finance and research direc- 
tor Institue of International Finance, 
New York University. 


Questions Discussed by Experts 


The questions discussed (1) Should 
there be a limited income tax exemp- 
tion for life insurance premiums paid? 
(2) Investment problems that have 
arisen from the war and others which 
may arise as the war progresses, and 
(3) what will be the effect of inflation 
on life insurance sales and investments? 

All the experts, including President 
McAndless, expressed the utmost con- 
fidence in the future of life insurance. 
Colonel Robbins told how Mr. McAnd- 
less worked out the formula to be ap- 
plied to life insurance companies in the 
new income tax bill now before Con- 
gress. He said that not only was the 
McAndless plan fair to all life compa- 
nies, regardless of size, but it had also 
proved acceptable to the Treasury. 
Colonel Robbins said life insurance was 
fortunate in having Mr. McAndless as 
A.L.C. president this year. 


McAndless Addresses Group 


Mr. McAndless said in this changing 
world, it is difficult to determine what 
may happen. Perhaps future social, and 
economic trends can be indicated by 
reviewing changes that took place as a 
result of the first world war. He 
touched on the new conception that the 
risks or financial hazards of the individ- 
ual must be distributed through | the 

(CONTINUED ON PAGE 18) 
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N. Y. City Managers 
Making Survey of 
Agency Operations 


Questionnaire to Be 
Answered Anonymously 
Is Extremely Thorough 
NEW YORK—The New York City 
Life Managers Association is getting an 


response to its 
The questionnaire 


excellent questionnanre 
on agency operations. 
is extremely thorough 
encouraged by pointing out that answer- 
ers are not asked to sign their names. 

questionnaire seeks information 
on the percentage of each agency’s busi- 
produced by full-time agents housed 
in the agency, how much by full-time 
agents domiciled outside the agency, the 
percentage produced by the general 
agent or manager, by supervisors, by 
general insurance brokers and agents of 


and frankness is 


The 


ness 


other companies. By dividing the total 
cost of office expenses, less general 
agent's and soliciting agents’ compensa- 


tion, by the total paid for during the 
year the cost per $1,000 of placing new 
business is arrived at. 


Expenses Are Analyzed 


Questions on expenses include the 
control of telephone calls, whether the 
number of calls permitted is based on 
production, how records are kept of each 
agent’s calls, control of postage expense, 
amount of office space occupied, rent per 
square foot, amount of space for cash- 
ier’s office, agents’ quarters, including 
private offices for agents, and for man- 
ager’s and supervisors’ offices, number 
of agents under contract and how many 
of them have desk space and how many 
have not, whether a minimum of new 
business is required for an agent to re- 
new his license, whether there are sepa- 
rate quarters for veteran and junior 
agents, whether an office expense allow- 
ance is given agents who do not use the 
agency as their, ‘headquarters and if so on 
what basis it is figured. 

Information is also sought on the 
number of full-time agents under con- 
tract, how many of them have individua! 
private offices, how many have offices 
shared with one or two other men, and 
how much business a man must produce 
to have a private office, whether any 
agents have private secretaries, and if so 
who pays their salaries, also what other 
secretarial service is provided for agents, 
how many full-time agents share one sec- 
retary, and the average monthly salary 
paid a private secretary in the agency. 


Asks Data on Supervisors 


supervisors of full-time 
agents, the survey asks how many are 
employed, who pays their salaries, how 
much is paid, is it based on production of 
their units and if so on what basis, 
whether supervisors write personal busi- 
ness and if so how much time is re- 
quired for supervisory work and how 
much for personal production. Other 
questions are: If the supervisor closes 
cases for agents is the —— paid 
in full to the agent or shared with the 
supervisor? If the manager closes a case 
for an agent is the commission shared, 
and if so, how? Is there any difference 
in handling joint cases with new men 
and established agents. How much per 
$1,000 does it cost in terms of the full- 
time supervisor’s salary to get the busi- 
ness received from the efforts of the su- 
pervisor and the agents he works with? 

In connection with brokerage business 
questions include the following: Number 
of brokerage supervisors, cost per $1,000 
in terms of supervisor’s salary to get 
business received in 1941 from brokers 

(CONTINUED ON PAGE 11) 
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Eric Johnson a a 
Mutual Enters Army 








ERIC G. 


JOHNSON 


Eric G. Johnson, vice-president of 
Penn Mutual Life in charge of agency 
affairs, has been commissioned a major 
in the army. He reported for duty July 
27, and is attached to the officers’ pro- 
curement branch of the adjutant gener- 
al’s department, where he has been as- 
signed important duties. 

Penn Mutual has granted Mr. John- 
son leave of absence for the army serv- 
ice, and has placed a three-man commit- 
tee in charge of agency affairs for the 
company for the duration. The commit- 
tee consists of William J. Nenner, super- 
intendent of agencies; Paul Huttinger, 
second vice-president, and Wallis Boi- 
leau, Jr., second vice-president, who is 
chairman cf the committee. 


Taclndelens Work 
on Life Insurance 
Income Tax Bill 


NEW YORK—Bruce E. Shepherd, 
actuary of the Association of Life Insur- 
ance Presidents; F. Edward Huston, sec- 
retary and actuary of the American Life 
Convention, and Walter O. Meneve of 
the actuarial naar yee of Lincoln Na- 
tional Life conferred this week on some 
of the technicalities of the income tax 
bill in Congress. The so-called Mc- 
Andless formula was approved but in 
the transcription some omissions were 
made. Furthermore, the life companies 
desire Congress to tell the Treasury 
how and what to do in case of reaching 
tax conclusions. In the draft Congress 
lays out a plan but leaves it with the 
Treasury to decide some important fea- 
tures. It is thought that eventually the 
complete recommendation of the life in- 
surance companies will be adopted. 
There seems to be no real opposition. 


Companies’ U. S. 
Bond Investments 


Ine. in 
U.S. U. S. Bonds 

Bonds* Owned 

Owned Since 

June 30, Dec. 31 

1942 1941 
Am. L. & A., Mo..$ rit, aor ee 
Capitol Life ..... 251,952 219,546 
Conn Mut. Life... 31,146,200 6,285,000 
Continental Assur 7,940,000 1,800,000 
Farm Bur. Life.. 1,288,538 273,800 
Guar. Mutual..... 550,940 314,621 
Guardian Life.... 18,300,050 2,466,875 
Ca Sk ar 789,525 288,000 
Hoosier Farm Bur. 185,072 50,000 
Midland ee age 12,579,775 975,708 
Mutual Life, N. Y. 513,142,000 31,146,000 
National Equity. 256,389 82.597 
Ohio State Life.. 4,871,025 1,014,000 
Shenandoah Life.. 619,100 6,315 
Sanset Life ...... 243,620 4,172 
Union Employees. 3,996 3,996 

FRATERNALS 

Woodmen Circle.. 1,723,300 241,800 
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policies. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





“Continue to Approach” 


A distinguished architect, one of our Southern policy- 
a letter to his underwriter :— 


often thought of writing you to express my thanks 
for your forcing me to take out life insurance when I didn’t 
have experience enough to make my own decision. 
you remember when you first called on me in 1926. 
idea what life insurance was all about, and certainly wouldn't 
have taken any out except for your salesmanship. 


“It appears to me now that every time I had an anni- 
versary or baby born you managed somehow to take out 
another policy, and each time the premiums came due I always 
thought I’d like to shoot you rather than smile at you when 


“But I look back now and my only regret is that you 
didn’t sell me twice as much, because 
investments caused me to lose savings other than my insur- 

As you know, my insurance will soon be twenty years 
and I am particularly pleased 


“T hope you will continue to approach the young men 
who come to this city and do them the favors you did for me.”’ 


&¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


I’m sure 
I had no 


at various times bad 


with my endowment 


+ 


JOHN A. STEVENSON 
President 
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Federal Statistics 
Prospecting Guide 


Survey Shows Increase 
in Incomes of Families 
in Cities 


WASHINGTON—Information which 
should prove valuable to agents in their 
prospecting is contained in a survey re- 
leased this week by the federal bureau 
of labor statistics. These figures show 
that for the first quarter of 1942 there 
was a marked i increase in the incomes of 
families living in cities. These incomes 
increased from $2,082 for the first quar- 
ter of 1941 to $2,217 for the first quarter 
of this year. It was the first survey of 
its kind since that covering the period 
1935-36, when half the city families of 
two or more had incomes of $1,310. 

Half of the single persons living in 
cities had income of $917 in the first 
quarter of 1942 as against $817 for 1941. 


Increases Are Shown 


“The results of the nation’s effort to 
expand military output to a maximum,” 
the report said, “were reflected in the 
incomes of many families. Thus of every 
100 families with incomes of $1,000 to 
$2,000 in 1941, 23 received incomes at 
the rate of more than $2,000 in 1942. 

“On the other hand, priority unem- 
ployment, business losses and other fac- 
tors caused seven out of every 100 fami- 
lies in this income class to fall below the 
$1,000 rate in the first quarter of 1942. 

“Increases of income in 1942 occurred 
more frequently than decreases among 
families with less than $3,000 of income 
in 1941. Above this level decreased in- 
come for some families tended to offset 
increases for others. 

“In both 1941 and the first quarter of 
1942, 19 out of 20 families had money 
incomes of more than $500. The bulk of 
the families had incomes of $1,000 to 
$3,000. In 1942, however, about 28 out 
of every 100 families had incomes of 
$3,000 or more, whereas in 1941 only 
about 22 out of every 100 were above 
this level.” 


Executives Active in Long 


Range Economic Planning 
PHILADELPHIA—Several nation- 


ally-known insurance men are active in 
the campaign of the Philadelphia cham- 
ber of commerce and board of trade 
to put into effect the “Philadelphia pro- 
gram” for furthering the war effort and 
solving post-war economic problems. 


John <A. Stevenson, president of 
Penn Mutual Life, is chairman of the 
survey committee; John A. Diemand, 


president of North America, chairman 
of the major firms division; M. Albert 
Linton, president of Provident Mutual 
Life, is a member of the executive 
council, along with W. Fulton Kurtz, 
president Pennsylvania Company for 
Insurances on Lives & Granting An- 
nuities, and Walter LeMar Talbot, 
president of Fidelity Mutual Life. 

The suggested plan is a 10-point plat- 
form based upon recommendations of 
more than 1,000 business, civic and la- 
bor leaders, expressed at 31 war and 
post-war conferences held during recent 
weeks, It includes provisions for han- 
dling labor problems, expanding public 
health, safety and (fire prevention 
measures, keeping municipal finances in 
such shape that after the war a com- 
prehensive improvement plan can be 
launched, preventing the war from dis- 
locating small business, developing now 
a plan for the re-conversion of indus- 
try to peace-time production, etc. 


Guy Mullen, St. Louis undertaker 
and one-time president of Old Line 
Quick Payment Life and Universal 


served as chief of the 
service of the 
has 


offi- 


Life, who has 
emergency ambulance 
civilian defense organization there, 
been appointed full-time property 
cer of that organization. 
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Create 207 New C. L. U.’s 


The ranks of the Chartered Life Un- 
derwriters have been swelled by 207 as 
a result of the examinations that were 
given June 11-13 Dean David McCahan 
of the American College reports. This 
brings to 2,264 the number who have 
completed the entire series of examina- 
tions. There were 283 that sought to 
complete the examination series in June 
and there were 1,238 who _ presented 
themselves for one or more parts of 
the examinations at that time. Mr. 
McCahan states that 99.5 percent of the 
candidates undertook the examinations 
in installments; 661 were awarded 
credit for all of the examinations which 
they undertook and 120 others were 
given credit for passing one or more 
of the five examinations. Altogether 
Mr. McCahan finds that more than 
5,000 have at one time or another 
taken one or all parts of the C.L.U. 
examinations. 


Awards on Token Basis 

The experience credentials of the 207 
candidates that completed the examina- 
tions will be reviewed by the registra- 
tion board at a meeting in Chicago, 
Aug. 15, and its recommendations will 
be passed upon by the trustees of the 
American College, Aug. 17. There will 
be no attempt to hold the usual type 
of conferment exercises this year and 
instead the legal conferment will be 
made on a token basis at a meeting 
in Chicago, Aug. 18, at which the suc- 
cessful candidates of Chicago and vi- 
cinity will be asked to represent the 
entire class. It is hoped that at some 
future time special presentation exer- 
cises may be held locally under the aus- 
pices of C.L.U. chapters and life under- 
writers associations, 

There were six candidates that suc- 
cessfully completed the 1942 examina- 
tions in life insurance agency manage- 
ment. All of these became C.L.U.’s in 
previous years. The six are: Arthur 
L. Beck, National Life, Buffalo; 
Thomas E. Hand, Connecticut Mutual, 
Houston; Orris M. Johnson, Pruden- 
tial, Mankato, Minn.; Jacob S. Karp, 
Equitable Society, Brooklyn; Mitchell 
M. Rosser, Phoenix Mutual, Boston, 
and Jack White, Prudential, Los 
Angeles. 

The names and company identifica- 
tions and cities of the 207 that com- 
pleted the entire C.L.U. examination 
series in 1942 follow: 


A and B 


Ambrose, David S., Equitable 
New York; Ansley, Francis M., 
chusetts Mutual, Cleveland, Ardiff, 
Ralph E., Metropolitan, Salem, Mass.; 
Ardrey, J. Howard, Jr., Indianapolis 
Life, Dallas; Armstrong, Z. Starr, Re- 
public National, Dallas; Ashley, David 
W., Northwestern National Life, Fort 
Worth; Aydelotte, William, Travelers, 
Schenectady; Bauernfeind, Burton V., 
Prudential, St. Paul; Bauer, Heinrich C., 
Prudential, Kansas City; Beach, Frank 
H., University of Illinois, Urbana; Bea- 
dles, William T., Illinois Wesleyan Uni- 
versity, Bloomington; Beales, Howard 
H., Prudential, Elmhurst, N. Y.; Beebe, 


Society, 
Massa- 


Francis J., Prudential, Newark; Beers, 
William W., New England Mutual, 
Rochester, N. Y.; Bell, John R., Aetna 
Life, New York; Bishop, F. Michler, New 
York Life, New York; Blitz, John K., 
Connecticut General, Pittsburgh; Bockel, 
George R., Eureka-Maryland, Johns- 


town, Pa.:;: Boles, Clive A. (Mrs.), Dallas; 
Boone, James M., Southwestern Life, 
Hillsboro, Tex.; Bouchett, Travis, South- 
western Life, Stamford, Tex.; Boverman, 
Harry, Metropolitan Life, New York; 
Dragdon, Elbridge P., Minnesota Mutual 
Life, St. Paul; Brice, Robert M., Metro- 
politan Life, Orlando, Fla Brinton, 
teed W., New York Life, Los Angeles; 
Broh, Charles S., John Hancock Mutual, 
Huntington, W. Va.; Brown, Joseph F., 
Prudential, Omaha; Browne, Micou F., 
Occidental Life of N. C., Raleigh. 


C, D, and E 
Also: Cadwell, Floyd A., Mutual Life, 
Pueblo, Colo.; Caplan, Israel, Metropoli- 
tan Life, Malden, Mass.; Capps, Henry 


S., Metropolitan Life, Winston-Salem, 
N. C.; Carroll, Arthur B., Jr., Security 
Life & Trust Co., Wilson, N. C.; Carlie, 
Carl C., Metropolitan Life, St. Louis; 
Catterton, Wilbert O., Equitable Society, 
Houston; Chaney, Homer C., New Eng- 
land Mutual, Boston; Chapman, Fred- 
erick W., Connecticut Mutual, Toledo; 
Cohen, George J., Metropolitan, Irving- 
ton, N. J.; Cox, Howard E., Metropoli- 
tan, Bristol, Tenn.; Crowe, Tim P., New 
York Life, Rochester, N. Y.; Dahl, Philip, 


Metropolitan Life, New York; Dale, 
Thomas M., Metropolitan, Minneapolis; 
Davidson, Donovan D., Aetna Life, Des 


Davis, M. Martin, Metropolitan, 
Davison, Aaron R., Metropoli- 
tan, Roxbury, Mass.; Densmore, Leo N., 
Union Central, Dallas; Dick, Charles W., 
Prudential, Somerville, Mass.; Dix, Peres 
A., Metropolitan,» Bremerton, Wash.; 
Donchin, Manuel H., Travelers, Chicago; 
Dore, Edward P., Metropolitan, St. 
Louis; Drake, Harold P., Equitable So- 
ciety, Portland, Ore.; Duerkop, Harry J., 
Equitable Society, Salt Lake City; Du 
Val, Robert B., Home Life, Baltimore; 
Eckhardt, M. Paul, John Hancock Mu- 
tual, Pittsburgh; Eisen, Abraham W., 
Travelers, New York; Eves, Frank C., 
Jr., Connecticut General, Hartford. 
F, G, and H 

Prudential, Ham- 
Ivan, Un- 
Forth, W. 
Rochester, 


Moines; 
Brooklyn; 


Also: Fekete, John, 
mond, Ind.; Flipse, Cornelius 
ion Central, Los Angeles; 
Russell, Connecticut General, 
N. Y.; Futia, Leo R., Buffalo (now in 
service); Gaines, John §S., III, New York 
Life, New York; Gentry, William C., 
New England Mutual, 3oston; Gies, 
Charles R., Penn Mutual, Pittsburgh; 
Gold, Peter, Metropolitan, Brooklyn 
Goldman, Al, Guardian Life, New York; 
Good, Alice M. (Miss), State Mutual, 
Cincinnati; Gordon, Jacob, Prudential, 
3altimore; Gray, Thomas E., Penn Mu- 
tual, Tampa; Green, Ruby (Miss), State 
Reserve Life, Fort Worth; Greene, R. 
Barry, Connecticut General, Hartford; 
Gilmore, Bruce W., Northwestern Mu- 
tual, Grand Rapids, Mich.; Guilford, 
Charles C., Northwestern Mutual, Salt 
Lake City; Hall, George R., Massachu- 
setts Mutual, New York; Hammons, 
Woodrow, Minnesota Mutual, Los An- 
geles; Hanlon, William A., Metropoli- 
tan, Boston; Hanson, Charles F., Lin- 
coln National, Houston; Hargrave, John 
Cc., Connecticut General, La Porte, Ind.; 
Harrison, Jean P., Mutual Trust Life, 
Bloomington, Ill.; Hartshorn, Wilbur W., 
Metropolitan, Hartford; Haskins, Fred- 
erick H., John Hancock Mutual, Des 
Moines; Hauer, Agnes M. (Miss), Union 
Central, Cincinnati; Hiller, Eugene F., 
Union Central, Chicago; Hoeper, Howard 
P., Metropolitan, Chicago; Hoffman, Ber- 
nard B., Prudential, Buffalo; Hoffman, 
Herman E., Metropolitan, Bloomfield, N. 


(CONTINUED ON PAGE 10) 


Wings Sprouting 








SCHUPPEL 


Ww. C. 


Executive Vice-president W. C. 
Schuppel of the Oregon Mutual Life 
is the senior member of the executive 
committee of the American Life Con- 
vention and thus is in line for the presi- 
dency at the annual meeting in October. 
This organization has a definite line of 
succession, the senior member that has 
not been president being elevated at the 
annual conference. Mr. Schuppel is one 
of the outstanding executives on the 
Pacific coast and has been a construc- 
tive factor in the organization. 

He is a native of Illinois and when he 
makes an eastern trip he always goes 
to Springfield and looks over his native 
heath. He devoted some years to adver- 
tising and selling and then started his 
life insurance career with a rate book 
with the Oregon Mutual, then became 
supervisor, superintendent of agents, 
vice-president in charge of the agency 
department and finally executive vice- 
president. 


N. Y. Club Cancels Outing 

NEW YORK—The Accident & 
Health Club of New York City has de- 
cided not to hold its annual outing in 
view of the war and the necessity for 
conserving gasoline and rubber. C. F. 
Demsey, Travelers, club president, has 
suggested that members put into war 
bonds and stamps the money they would 
otherwise spend on the outing. 


Five First-Year Agents 
Honored by Penn Mutual 
for High Volume Records 


By reason of having made first-year 
championship selling records, five 
agents of Penn Mutual Life were 
brought to Philadelphia for a two-days’ 
visit at the home office. Each of these 
men had in his first year at selling sold 
a greater volume than any other agent 
who began in the same month. Thus 
he earned membership in the company’s 
President’s club. 

At the home office, the five were pre- 
sented to President John A. Stevenson, 
who tendered them a luncheon at- 
tended by the executive officers and 
trustees. Afterward they were taken on 
an escorted tour through the offices. 
from Pittsburgh, 


he five were 
Tampa, San Francisco, Decatur and 
Chicago, 

Earl R. Wingrove of the Conrey 


agency at Pittsburgh is a graduate of 
Beckley college in Harrisburg, and had 
two years of post-graduate work at the 
University of Pittsburgh and was a 
high school teacher. 

Thomas W. Gary, Jr., of the Gray 
agency at Tampa, is a graduate of the 
Citadel. For seven years he was a 
oe as the First National bank of 
Tam 

Rots M. Macpherson of the Curry 
agency at San Francisco, was gradu- 
ated from Harris Academy at Dundee, 


Scotland, and first employed by the 
National Cash Register Company. He 
was three years as Pacific region 


manager for Lyman L. Peirce in the 
short-term method of conducting phil- 
anthropic campaigns for colleges and 
community chests. 

Philip H. Ray of the Schnell agency 
at Peoria, working in Decatur, was 
graduated from the University of IIli- 
nois, had seven years of experience sell- 
ing for a biscuit company. He is sec- 
retary of Decatur’s Junior Chamber of 
Commerce. 

Ralph J. Demperer of the Stumes & 
Loeb agency, Chicago, is a graduate of 
DePaul University, was president and 
sales manager of a millinery business. 


Entertains Fox Valley Club 


NEENAH, WIS.—Equitable Reserve 
was host to the annual jamboree of 
the Fox Valley Insurance Club, com- 
posed of officials and department heads 
of Wisconsin National Life, Aid Asso- 
ciation for Lutherans and Equitable Re- 
serve. The party was held at Ridgeway 
Country club, with golf, followed by din- 
ner at which prizes were awarded. 





MANUFACTURERS 


EVER was the work of the Life Insurance 
representative of more importance to the com- 
munity than it is today. 


The security which he offers helps counteract the 


effect of worry and uncertainty. 


Every new life 


he insures helps the national economy in time of 
need and builds towards a stable and normal future. 


INSURANCE IN FORCE, 632 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 205 MILLION DOLLARS 
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Alli in vie Richaves 
at Washington 


Vast Amount of Material 
Collected from SEC 
Investigation 





WASHINGTON—If you have ever 
wondered what became of the vast 
amount of correspondence, photostats, 
answers to questionnaires, and other 
items that constituted the basic material 
of the Securities & Exchange Commis- 
sion’s investigation of life insurance, it 
is all in the national archives here. 

While none of it, except the answers 
to the questionnaires, is available to 
members of the public without the 
SECs permission, the answers to ques- 
tionnaires constitute the bulk of the ma- 
terial. These deal with sales, invest- 
ments, to which there was a later sup- 
plementary questionnaire, and the pre- 
liminary questionnaire sent to the com- 
panies. It is estimated that the ques- 
tionnaires cover 90 per cent of the source 
material of the investigation. 

Anyone desiring to consult this ma- 
terial may have some difficulty convinc- 
ing those in charge that it is open to the 
public but the wording of the SEC’s let- 
ter of transmittal leaves no doubt that 
the answers to questionnaires are com- 
pletely open to the public, although the 
rest of the material is not. 





Channing Davis with Youngman 

Channing Davis, formerly assistant 
to R. A. Van Alst, Jr., general agent 
of Berkshire Life in New York City, 
has been appointed assistant to Arthur 
V. Youngman, general agent of Mutual 
Benefit Life in that city. Mr. Davis 
left the banking business in 1929 to 
go with the Van Alst agency as a per- 
sonal producer. Later he became a su- 
pervisor, About six years ago he went 
with Canada Life’s New York agency, 
later becoming its manager. Subse- 
quently he resigned and returned to the 
Van Alst agency as assistant to the 
general agent. 

At the Youngman agency Mr. Davis 
will have an active part in organization 
work in both the brokerage and full- 
time departments. He has been especi- 
ally successful in developing  pro- 
grammed sales presentations in coop- 
eration with brokers and in personal 
production. 


Tom Reed Is in Field 
for N.A.L.U. Trustee 








Formal announcement is made by J. 
Hawley Wilson, president of the Okla- 
homa_ State Life 
Underwriters As- 
sociation, that Tom 
B. Reed has 
agreed to have his 
name_ considered 
for trustee of the 
National Associa- 
tion of Life Un- 
derwriters at the 
election in Chicago 
in August, Mr. 
Reed was elected 
as a trustee for a 
One-year term at 
the Cincinnati con- 
vention last year. 
He is a representative of Great South- 
ern Life in Oklahoma City and he is a 
life member of the Million Dollar 
Round Table. Many associations have 
endorsed Mr. Reed for reelection, Mr. 
Wilson states. Mr. Reed has con- 
tinued to participate in life underwriters 
association activities and has spoken at 
24 local and state association meetings 
in a number of states during the past 
10 months. He was elected last month 
to be secretary of the Oklahoma City 
Life Underwriters Association. 





Tom B. Reed 
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- INSURANCE MEN CALLED TO SERVICE 





Clyde H. Fuller, special agent in the 
Victor M. Stamm agency of North- 
western Mutual Life, Milwaukee, has 
been commissioned a captain in the 
army air corps and _ report for duty 
at Mitchel Field, L. Captain Fuller 
served in France a the 107th engi- 
neers in the last war and later in Rome 
as assistant purchasing agent for the 
A.E.F. in Italy. 


J. S. (“Tex”) Rickards, who has 
represented the Provident Mutual Life 
in Chicago for the past eight years and 
is associated with General Agent Wil- 
lard Ewing is in the navy department 
in Washington where he expects to be 


commissioned soon. He took a very 
active part in the life underwriters 
bond drive in Chicago the past six 


months. 


Bankers Life of Iowa reports these 
additional agents now in the service: 
Joseph E. Purkey, Elgin, Ill., has en- 
listed in the navy and is in service as 
instructor in gunnery at the naval arm- 
ory at Chicago with the rating of chief 
gunner’s mate. E. J. Rupp, Toledo, O., 
has entered the officers training corps. 
Harold Stout, Appleton, Wis., has re- 


ported at Fort Sheridan, IIl., for mili- 


tary service. 
Lieut. Guilford Dudley, Jr., vice- 
president of Life & Casualty, who has 


received a naval commission, has been 
instructed to report for duty at the 
naval air school at Quonset Point, R. I. 

John G. Land, Jr., of Mid-Continent 
Life in Oklahoma City has reported for 
duty at the naval training school at 
Dartmouth College, Hanover, N. H., 
with the rank of lieutenant. 

Paul Vollmers, supervisor of the J. H. 
Brennan agency of the Fidelity Mutual 
Life in Chicago, is a lieutenant, junior 
grade, in the navy. 

Guy M. Hamm, Jr., former group 
representative in the Dallas office of Gen- 
eral American Life is a second lieuten- 


ant in the army, stationed at Fort 
Monroe, La. 
R. W. Sinz, San Antonio manager 


of Retail Credit Company and secretary 
of the San Antonio Life Managers Club, 
has been called to active duty in the 
army at Miami, Fla. 

Raymond French, who went to San 
Antonio, Tex., from Baltimore, as assist- 
ant cashier of Equitable Society, has 


Pe) 


entered the army. He is succeeded by 
Travis Brown, who has been a cashier 
trainee in the New Orleans agency. 

Alan W. Spearman, formerly with 
Mutual Life in Birmingham and a vice 
president of the National Field Club, is 
now on active duty as a captain at 
McDill Field, Fla. He served with the 
68th field artillery in France during the 
last war, and has been a reserve officer. 

Fred H. Shuler, Little Rock, Ark., 
group manager of the Gordon H. Camp- 
bell agency of Aetna Life, has resigned 
to return to the army air corps as a 
first lieutenant and will be succeeded by 
Henry A. Jones, Aetna group manager 
at Scranton, Pa. He will be assisted by 
W. J. Cusac, home office representative. 
Mr. Shuler was in the air corps before 
entering insurance. He was appointed 
group manager four years ago. 

Robert Davison of the Louis F. Paret 
agency of Provident Mutual Life in 
Camden and Philadelphia, has been 
commissioned a lieutenant in the naval 
reserve. 

Malcolm Lamb of the correspondence 
department at the home office of Mu- 
tual Benefit Life is now a member of 


the technical school squadron at re- 
placement training center, Miami 
Beach, Fla. 

Gerald A. Eubank, coordinator for 
war savings bonds, United States 
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com- 
now 


advanced from 
mander to captain. His office is 
putting out monthly publication, 
“Fighting Dollars,’ to promote the 
bonds among naval person- 
illustrated with 
toons and has a cover 
in three colors. Captain Eubank in 
manager of Prudential’s 
New York City, 
Baker, 


navy, has 


sale of war 
nel, It is well 


graphs 


photo- 


and car 


civilian life is 
40 Wall street, 
Danford M. 
known life insurance producers in Los 
Angeles, and son of the late Dantord M. 
Baker, who was vice-president of Pacific 
Mutual Life, has been commissioned a 
lieutenant- commander in the navy, and 
will be connected with the radio procure- 
ment ancien i in Washington. His son, 
“Dick” Baker, is an ensign in the navy. 
woven c. Montgomery, Peoria, IIl., 
forme: Connecticut Mutual 
Lite entered military service in 
June, 1941, was commissioned a second 
lieutenant at Camp Barkley, Tex., and 
returned to Peoria on furlough to 
marry Miss Joan Sprenger. He will be 
stationed at Camp Robinson, Ark., as a 
administrative officer. 
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one of the best 


gent ot 


whe oO 


medica] 
Since enactment of the selective serv- 
Midland Mutual Life has had 


ice act, i 
trom its agency torce 1In- 


the following 


ducted into the armed forces: G. A. B. 
Woodley, Colu 4 T. G. DeLay, 
Rushville, Ind.; C. A. Robertson, Mans- 
field, O.: he H. Hafft, Law- 
renceburg, Ind.; Marion Hocker, El 
Paso, Ill.; Clark E. Zimmerman, Galion, 
O.: E. R. Dare, Pittsburgh; Paul Max- 
well, New Kensington, Pa.; Paul J. 
Malloy, Jeannette, Pa.; Gordon H. 
Matthews, Pittsburgh, and John Q. 
3right, Dayton. 

From the home office staff, the fol- 
lowing men are now in the service: 
Samuel E. Stone, accounting depart- 
ment: Dean W. Nida, service depart- 
ment: Rav E. Douglass, mortgage loan 
department; George W. Gray, actuarial 


department. 
E. C. Nufer of the Carlough agency, 


Mutual Benefit Life, Albany, has been 
commissioned an ensign in the naval 
reserve and is now in training at 
Boston. 


A farewell party is being given this 
week to James W. Spurgeon, supervisor 
of licenses in the Indiana department, at 
the Highland Country Club by his asso- 
ciates of the department and friends as 
he leaves shortly to enter military serv- 


ice, 





Fifty Years 

















DR. HENRY W. CHOWEN 

Dr. Henry W. Chowen, medical di- 
rector of Great-West Life of Winnipeg, 
rounded out 50 years of service with 
that company July 22. Great-West Life 
is observing its 50th anniversary and 
he has~ been connected with it since 
it started. 


Answer Policyholders Query 


as to Danger of 


President Parkinson of the Equitable 
Society received a letter the other day 
from an annuitant regarding inflation 
and how it might affect him as an in- 
dividual. All observations on inflation 
are of interest. President Parkinson is 
a student of finance. He said: 

“In response to your letter of recent 
date, it is evident that you are primarily 
apprehensive about the question of in- 
flation. We are, of course, having some 
degree of inflation now, as indeed we 
always have after a depression. The 
emergency expenditures certainly in- 
volve the probability of more. At the 
same time, you will have observed that 
our public officials, particularly Secre- 
tary Morgenthau, having recognized the 
danger have made some effort to pre- 
vent the development of serious infla- 
tion, 


Responsibility on the People 


“The fact that the Secretary of the 
Treasury and other leaders in the ad- 
ministration who are responsible for our 
fiscal policy are emphasizing the danger 
and suggesting some control, gives 
ground for the hope that our public 
leaders will have the courage and the 
public have the sense to avoid the reck- 
less plunge which serious inflation of 
our currency would mean. In other 
words, I think that serious inflation is 
not inherent in our situation, though a 
large part of the responsibility for its 
prevention rests with the people of the 
country. 

“The reason I make that qualfication 
is that the obvious controls which could 
prevent serious inflation are politically 
inexpedient and will be adopted only if 
the political leaders are given the cour- 
age and backing of their constituents in 
taking these necessary steps. I should 
say that if you and other policyholders 
of life insurance would remain alert and 
insistent, would make clearly known 
your wishes that inflation be avoided 
and would declare your insistence that 
you would approve the obvious controls, 
the political leaders would have the en- 
couragement necessary to prevent infla- 
tionary tendencies. You should remem- 
ber that political leaders listen to the 
voice of the people, the cumulative voice 
of their constituencies, much more at- 
tentively than to individuals such as the 
president of the Equitable. 

“T would like to add some comment 
on the relationship of your retirement 
annuity contracts to this whole situa- 
tion. You realize, of course, that if 


he 


Inflation 


serious inflation should develop, the pur- 
chasing value of the dollar would be 
impaired. Naturally the dollar benefits 
paid by life insurance during the period 
of such inflation would feel the same 
effect as that applying to all other dol- 
lars. But it should be clearly kept in 
mind that the life insurance dollars are 
affected in no greater degree than others 
—and the safety of the life insurance 
dollars remains unquestioned and intact. 

“We have the experience of past in- 
flationary periods, notably the serious 
currency inflation of Germany and 
France, from which to draw. Life in- 
surance safety has in no sense been 
questioned under the most. severe wave 
of inflation. The benefits paid lost in 
value to those receiving them during 
such inflation, of course, just as all dol- 
lars lost value. But those who had fore- 
seen the danger were protected in most 
cases against even this, by the addition 
of more insurance in the inflationary 
interim to cover the impaired money 
value. 


Sought Other Channels 


“It was also found that those who 
endeavored to protect themselves against 
this loss by diverting their wealth into 
channels other than life insurance gained 
nothing and, in many cases, suffered 
severe losses. In some cases the pyra- 
miding taxes which accompanied the in- 
flation caused those seeking protection 
in other media to lose their entire in- 
vestment. Speculative gyrations severely 
hurt other media of investment. 

“The answer appears clear. Those 
who held to their life insurance and 
annuity contracts came through the in- 
flation as well as anyone, if not mate- 
rially better. My advice would be to do 
what I myself am doing; that is, con- 
tinue my life insurance as my principal 
provision for my family and stand ready 
to buy additional life insurance if the 
inflation possibility becomes more of a 
probability.” 


Provident L. & A. Makes Gains 


Provident Life & Accident recorded 
some handsome gains during the first 
six months of this year. Life insurance 
in force now exceeds $184,000,000 which 
is a gain of better than $7,500,000 since 
Dec. 31. Accident and health premium 
income aggregated $4,875,000, and assets 
which exceed $18,600,000 are greater 
than those at Dec. 31 by about $1,400,- 
000. Surplus exceeds $4,150,000. 


Pie 
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emai Mutual to ss 
Art Calendar in 1943 


Connecticut Mutual will again in 
1943 make available to its agents an art 
calendar containing 12 full color repro- 
ductions of works by contemporary 
American artists. A feature of the new 
calendar will be the front page which 
has the words, “Seasons Greetings” 
printed under a picture done in wood- 
cut style. 


The following pictures and artists 
are featured in the new calendar: “The 
Snow Roller” by Rockwell Kent; ‘“Vil- 


lage Under Snow” by A. T. Hibbard; 
“The White Sister” by Gordon Grant; 
“Ducks in the Reed” by Jessie Arms 
Botke; “Young Corn” by Grant Wood; 
“When the Wind’s Northwest” by 
Stanley Woodward; “Summer Flowers” 
by Max Kuehne; “Haystacks at Rail- 
road Ranch” by Ogden M. Pleissner; 
“Out of the Blue’ by W. Goadby Law- 
rence; “Quiet Harbor” by Andrew 
Winter; ‘The Country Doctor” by 
Grant Reynard; “Bringing Home the 
Tree” by Dale Nichols. 

A departure from former years is 
made in that instead of giving a bio- 
graphical sketch of the artist, the back 
cover contains short discussions of the 
pictures themselves by the artists. The 
discussions contain sidelights as to why 
the artist chose that particular subject, 
under what circumstances the painting 
was made, and other information. 


Wins Plaque for Float 


A float which it entered in Minneap- 
olis’ annual Aquatennial parade, re- 
cently won a plaque for Northwestern 
National Life. Featuring a chorus and 
two drum majorettes from the home of- 
fice staff who introduced a new patriotic 
song: “We’re All’Americans,” written by 
a Minneapolis composer, the float was 
judged the “most novel” in the parade. 


Iowa Deposits at Record High 


DES MOINES—Securities deposited 
by Iowa companies with the Iowa de- 
partment have reached an all-time peak 
of $635,003,778, a 6 percent increase the 
past year. A year ago the reserve de- 


posits, required under the Iowa state 
depository law, amounted to $597,525,- 
160. 


London, Ont., Managers Elect 


J. A. Sinnott, Montreal Life, has 
been elected president of the Life Man- 
agers Association of London, Ont. 
Vice-president is Howard C. Graham; 
secretary-treasurer, George Copeland. 
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Rate Book Men Seen _ Cuter 





Harry L. Wells of Evanston, IIl., is 
business manager of Northwestern Uni- 
versity. He is a keen business man and 
his observations of life insurance are 
somewhat different from the usual 
policyholder. He says: 

“You, perhaps, have not met many 
insurance rebels like myself, but possibly 
the basic reasons behind my position 
would be of interest to life insurance 
salesmen. Let me say that I believe 
thoroughly in an adequate insurance 
program, but it is not sacred and mine 
has been reworked and rewritten every 
five years for a long period of time. 
This practice has been based upon the 
conviction that life insurance companies, 
as any other business, should produce 
within a period of five years something 
that is new and better than that which 
was offered five years earlier. My ex- 
perience has justified this conclusion, 
but it immediately cuts across a sacred 
precinct of life insurance salesmanship 
—namely, that you must not touch old 
policies taken at lower rates. If a pros- 
pect remains in good health he can dis- 
card all of his insurance at given inter- 
vals, utilize his cash values and rewrite 
greater protection for less money. In- 


surance salesmen should capitalize on 
this, and if they did there would be 
much keener creative competition be- 


tween companies and more favorable 
policies would be issued each year. 


Wants Simpler Contracts 


“A particular piece of advice, which I 
would give life insurance salesmen, is 
to make life miserable for their com- 
panies in demanding simpler policy con- 
tracts. As some one has said, the pres- 
ent contracts give one so much in the 
big print and then take it away in the 
little print. Somebody can do a better 
job from the purchasers’ standpoint than 
has been done with life insurance con- 
tracts, and as a salesman I would wage 
a very strenuous campaign for such sim- 
plification. The ‘joker’ attitude toward 
these contracts is unfortunate but it is 
real and exists almost universally. It 
can and should be corrected. 


Don’t Know Prospect’s Problems 


“Another observation on life insurance 
salesmen from my angle as a purchaser 
is that too few know how to study a 
prospect's insurance problems and lay 
out a program which meets his require- 
ments. Of course, this points out one of 
the weaknesses of the company’s sales- 
man as against a general agent because 
in the former case the man tries to lav 
out a program within his own company’s 
offerings, whereas the general agent of- 


fers a much wider coverage of the risks 
involved. I think we must find some 
way to consolidate life insurance sales- 


manship so as to reduce the number ot 
people working prospects. 

“Life insurance is one of our most 
basic institutions. Its salesmanship needs 
to be raised from what is too universally 
a peddler’s level to a professional re- 








Convention Dates 





Aug. 17-19, National Association of 


Life Underwriters, Chicago, Edgewater 
Beach Hotel. 

August 24-26, Insurance Section 
American Bar Association, Detroit, Ho- 
tel Statler. 

_Aug. 31-Sept. 2, International Associa- 
tion of Insurance Counsel, White Sul- 
phur Springs, W. Va., Greenbrier Hotel. 

Sept. 14-15, International Claim Asso- 
ciation, Chicago, Edgewater Beach Ho- 
tel. 


Sept. 28-Oct. 1, National Fraternal] Con- 
gress, Chicago, Morrison Hotel. 

Oct. 5-8, American Life Convention 
Chicago, Edgewater Beach Hotel. 

Oct. 15-16, Institute of Home Office Un- 
derwriters, Cincinnati, Hotel Gibson. 
_ Oct. 19-21, Actuarial Society of Amer- 
ica and American Institute of Actuaries, 
Royal York Hotel, Toronto. 

Oct. 24, 


Life Underwriters 
Peoria. 


Illinois State Association of 
mid-year meeting, 


search level. It has all the elements of 
financial investment and social security. 
In my opinion it has never attained the 
stature it warrants.” 


Allege Forgery in 
Policy Loan Department 


E, H. Henning, president of Illinois 
Bankers Life, announced on Monday 
that a department head of the com- 
pany apparently had disappeared, leav- 
ing a shortage. At first it was stated 
that the shortage was $15,000 but com- 
pany investigators later set the figure 
at $100,000. Earlier in the day Illinois 
Bankers filed suit in the Sangamon 
County circuit court in Springfield at- 
taching the property of the suspect. He 
was last seen Thursday afternoon when 
he left his office. It is stated that the 
department head in question forged pol- 
icy loan applications, thereafter forged 
the policyholders’ names to the checks 
and deposited the checks to his own 
account in various banks. An employe 
discovered what had been going on 
when he noticed the signature on a loan 
application did not correspond with the 
policvholder’s signature on other 
records, 


Central Life of lowa 
Contests Tax Payment 


DES MOINES—Central Life of Des 
Moines has filed a suit in federal court 
here against E. H. Birmingham, col- 
lector of internal revenue, asking re- 
turn of $6,798 in documentary stamp 
taxes, allegedly illegally collected. 

The tax was levied on bonds de- 
posited by the company with the Iowa 
department under the state depository 
law. The petition states that it was 
required to pay the tax for the 1937- 
1940, inclusive, and for that portion of 
1941 which ended Oct. 6. 

The suit is regarded as a test Case, 
as other Iowa life companies have pro- 
tested payment of the tax. 


N. Y. Savings Bank Life 
Insurance Record Given 


New York state mutual savings banks 
have issued more than $25,000,000 of in- 
surance since the plan was started in that 
state about 314 years ago, according to 
the Savings Bank Life Insurance Coun- 
cil. The council reported that insurance 
for the first half of 1942 was $5,848,200. 

A recent survey indicates that 29 per- 
cent of the policies are gy tea 
by factory workers. Only 13 percent oF 
the applications are for the ptosis of 
$3,000, with 74 percent for $1,000 or less. 


Canada Ordinary Sales 
Are Up 20 Percent 

TORONTO—New ordinary life in- 
surance sales in Canada and Newfound- 
land for the first half of 1942 were 
$238,780,000,000, up 20 percent over a 
year ago, according to the Canadian 
Life Insurance Officers Association. 
Vancouver showed an increase of 30 
percent; Toronto and Hamilton 22 per- 
cent; Quebec 19 percent; Winnipeg 15 
percent; Montreal 11 percent and Ot- 
tawa 9 percent. 

New ordinary sales for 
$43,898,000, up 30 percent. 


John Hancock Coast Meetings 


About 125 agents and managers of 
industrial offices of John Hancock Mu- 
tual Life in the San Francisco Bay area 
will hold a regional conference at Adams 
Springs Sept. 18-20. A similar meeting 
for southern California will be held at 
Santa Barbara Sept. 11-13. 

These regional meetings are being 
held in lieu of the convention scheduled 
for Chicago which was called off. 


June were 


Agents Told How to 
Aid in War Effort 


In answer to agents who are anxious 
to contribute to the war effort, Travel- 
ers “Protection” stresses the need for 
diverting every possible dollar from the 
purchase of luxuries and non-essentials 
to investment in defense bonds and life 
insurance so as to lessen the upward 
pressure on prices. The country hopes 
to avoid the price increase experienced 
in the last war. Such a price rise pro- 
vokes labor disturbances, increases the 
cost of carrying on the war, makes the 
readjustment at the end of the war more 
difficult and inflicts great hardships on 
those who are living on small fixed 
incomes. 


Sell Low Cost Forms 

“In our opinion, the patriotic course 
of action for the life insurance salesman 
is to sell low cost policies and to recom- 
mend the systematic purchase of defense 
bonds rather than to sell the higher 
premium forms of life insurance. In 
other words, to encourage men to keep 
their life insurance and savings programs 
separate for the duration of the war. In 
the case of men whose incomes are 
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larger during the war emergency than 
they are likely to be aiter the war is 


over, the separation of life insurance and 
savings programs seems highly advis- 
able. If, in future years, their earnings 
drop, they can discontinue the savings 
part of their programs without affecting 
their life insurance. Indirectly, of course, 
the sale of life insurance helps to finance 
the war effort because the life insurance 


companies are investing in U.-S. gov- 
ernment bonds, so when you sell life 
insurance and strongly recommend de- 
fense bonds you are helping your coun- 


try with both hands.” 





Read Heads Des Moines Managers 
Thomas B. Read, 
Mutual Life of New 
elected president of the General 
& Managers Club of Des 


Iowa manager of 

York, has been 
Agents 
Moines, suc- 


ceeding J. J. Hughes, Northwestern 
Mutual Life. 

Everett Graber, Travelers, was 
named vice-president and LeRoy Secor, 
Washington National, reelected secre- 
tary. 

“Marketing Life Insurance” cContail 
over 600 pages. Send $6 for copy to Na- 
tional Underwriter, 175 W. Jackson Blvd., 


Chicago. 


ONTO NATIONAL 
i INSURANCE 
COMPANY 


r. W. APPLEBY, President 
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Defense Bond Deduction Formulas 





An insurance organization has made 
an interesting mathematical calculation 
pertaining to the purchase of defense 
bonds which it has placed in the hands 
of its employes. A table was prepared 
showing in the first place the amount of 
deduction that is required periodically 


to buy a bond each year, each six 
months, each three months and each 
month. Of course the deductions come 


out in odd amounts. Then there is a 
table showing just how long it takes to 
buy a bond where deductions of various 
even amounts are made. This is a very 
useful tabulation and is presented here- 
with in the belief that it will be inter- 
esting to those in the many insurance 
offices in the country in which employe 
purchase plans are in effect. 

The tabulations are presented below: 


To Purchase Defense Bonds at Regular Intervals 


Deduction Deduction Deduction 

















Deduction to Buy to Buy to Buy 
Frequency Maturity Purchase to Buy One Bond One Bond One 
of Salary be of Price of One Bond Each Each Bond Each 
Deduction v Bond U.S.Bond EachYr. 6Months 3Months Month 
Every pay di Ly, $ 2 25.00 $18.75 $ 0. 78 $ 1.56 $ 3.13 $ 9.38 
Each month, 24 50.00 37.50 1.56 3.13 6.25 18.75 
Times a year 100.00 75.00 3.13 6.25 12.50 37.50 
Once each month 25.00 18.75 1.56 3.13 6.25 18.75 
For 12 times 50.00 37.50 3.13 6.25, 12.50 37.50 
Each Year 100.00 75.00 6.25 12.50 25.00 75.00 


To Purchase Defense Bonds with Deductions in “Round Numbers” 


Intervals at Which Bonds Will Become Paid for Are Shown 
Below as Months and Fractions of Months 


Amt. Salary 
Deductic n 


Authorized __—‘$25 Bond 


WwW ith Deduction Every Pay Day 
$50 Bond $100 Bond 


With Deduction Once a Month 
$25 Bond $50 Bond $100 Bond 





Lia 12% 25 50 25 50 100 Month 
So eee 9 3% 18% 37% 18% 37% 75 Month 
BER suaet eas sins 6% 12% 2 12% 25 50 Month 
BaD spiskeS's seo 43h 9 3% 18% 9% 18% 37% Month 
2S err. 34 7% 15 7% 15 30 Month 
ea re 3% 6% 12% 6% 12% 25 Month 
| _ei ee 243 4}i 9% 4}} 9% 18%, Month 
DED in sb we 'winipcaiele 1 5 334 7% 3% 7% 15 Month 
BOD i nokia ine es 1% 2% 5 2% B 10 Month 

RD Ss sient are ore 42 1% 3% 1% 3% 7% Month 


Insurance Problems in 
War Days of ‘17 Recalled 





Readers may be interested in the re- 
sults of a search that is being made 
through the editions of THe NATIONAL 
UNDERWRITER of 1917 for references to 
insurance aspects of the war situation. 


First mention of the imminent war in 
1917 in THe NATIONAL UNDERWRITER, 
was on Feb. 15 of that year. In a fea- 
ture department, “Selling Side of Life 
Insurance,” it was stated that “War 
possibilities present the life insurance 
agent with one of the best arguments 
he has had in years.” It was said that 
this was being used to advantage all 
over the country, but the central branch 
of New York Life in Chicago had been 


growing at the rate of $2,000,000 a 
month during February, with the war 
argument. 

Life insurance agents in the west do 


not seem to have waked up to the situa- 
tion as to war and the opportunity that 
the present conditions offer to life men 
to push harder than ever for business, 
said THE NATION AL UNDERWRITER of 
March 22, 1917. “If war is declared 
between the United States and the cen- 
tral powers it will mean that every 
citizen between 18 and 45 years of age 
available for war service and universal 
military service will no doubt be de- 
manded immediately.” It was pointed 
out that if war came the life insurance 
companies would undoubtedly add war 
clauses, and this was given as a selling 
argument. 

War clauses in life policies was a big 
subject discussed in THE NATIONAL 
Unperwriter of April 12, 1917, a few 
days after the declaration of war. Sev- 
eral columns in small type were devoted 
to giving the language of clauses used 
by various companies. One article told 
of the efforts of Commissioner Michael 
J. Cleary of Wisconsin to get data on 
the life insurance carried by Wisconsin 
citizens in the Wisconsin national 
guard, with a view to having the citizens 
of each. town raise the money for the 
premiums of soldiers unable to maintain 
the insurance. 

War clauses were the big subject in 
THE NATIONAL UNDERWRITER of April 19, 
1917, two weeks after the declaration 
of war. Many columns were given to 
the description of the clauses of the 
various companies. Wisconsin com- 
panies held a meeting in the office of 
Commissioner Cleary to discuss meth- 


ods that should be followed. The issue 
contained an announcement of a “War 
Book” to be issued, giving the practices 
of all companies in regard to the war. 
The problem of war premiums on life 
policies occupied the first column of 
THe NATIONAL UNDERWRITER of April 26, 
1917. On the same page was an article 
reporting discussions at the meeting of 
the New York Life Underwriters Asso- 
ciation on the conditions confronting 
the life insurance salesman. Interest in 
war clauses continued and _ occupied 
much space. The soundness of life in- 
surance in a worldwide war was the 
subject of a long article. Another told 
of the speedy enactment of a law in 
Massachusetts giving life companies 
more power in framing war clauses. 


Sends Convention Audit 
to Assured and Agents 


Farmers Union Life of Des Moines 
has caused to be printed the entire re- 
port of a.convention examination that 
was conducted by Iowa and North Da- 
kota and copies have been sent to all 
policyholders, stockholders and agents. 
This is a very unusual procedure, as 
usually the company publicizes only a 
few excerpts from such an examination, 
if, indeed, the company makes reference 
to the audit at all 


The examination was as of Oct. 31, 
1941. Insurance in force has now passed 
the $10,000,000 mark. As at Oct. 31, 
assets were $1,943,358, capital $207,850 
and net surplus $132,182, as compared 
with $108,659 as at Dec. 31, 1940. 

Farmers Union was created in 1933 
to reinsure the business of Farmers 
Union Mutual Life. The policyholders 
of the mutual company were called upon 
to purchase stock in the new company 
with their available loan values of poli- 
cies written by the old companies. Some 
2,400 policyholders out of a total of 5,- 
700 subscribed for stock, executed loan 
agreements bearing 5 percent interest 
and authorized the mutual company to 
pay the proceeds of their loans to the 
stock company. The stock with a par 
value of $10 was sold at $15. A divi- 
dend of 3 percent was paid on the stock 
in 1937, ’38 and ’39 but none has been 
paid since then. 

President Ned B. Curtis is compen- 
sated on a per diem basis plus expenses 
only for the days actually devoted by 
him to company business. L. M. Peet, 
vice-president, is the chief officer who 
is on hand regularly. 
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HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by more than 100 Insurance Organizations as their 
meeting place—many returning again and again... A 
true “Mecca” for the Insurance Fraternity . .. Where you'll 


always meet your friends and associates. 


a W. M. Dewey, Managing Director. 


Se —_—_—_—,. / Phil. J. Weber, Res. Manager. 
— ae 
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United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives 
have something unusual to sell. Ask the 
man who owns a United Life and Acci- 
dent Insurance contract which contains: 


Life Insurance 
. Double Indemnity 
Triple Indemnity 


. Non-cancellable Accident 
Insurance 


Waiver of Premium 


Territory Available for New General 
Agencies in Pennsyivania and Delaware 


Write 
WILLIAM D. HALLER 


Vice President and Agency Manager 
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Plan Suggested 
with Insurance 


A. S. Cartwright of Denver, manager 
of the West Coast Life in Colorado, 
Wyoming and Kansas, has given much 
thought to the sale of defense bonds and 
in a way the procedure might be linked 
up with life insurance. He says: 

“All agencies are cooperating in the 
sale of defense savings bonds and not 
least among them are the life insurance 
men. In fact that greatest organized 
sales organization in America is the 
National Association of Life Underwrit- 
ers. I believe that the Treasury depart- 
ment and the insurance companies and 
the N. A. L. U. could coordinate their 
purposes to produce five billion dollars in 
the next 60 days. 

Here’s the plan: If you buy a govern- 
ment bond of $1,000 it will cost about 
$750. If you buy a 10 year single pre- 
mium endowment policy it will cost 
about $850 but the purchaser is assured 
that in case of death the maturity value 
will be paid his beneficiary immediately. 
Not many are sold on the single pre- 
mium plan because the purchasers do not 
have that amount of money, so the com- 
panies sell these same policies on the an- 
nual, semi-annual, quarterly and monthly 
plans to encourage savings and insur- 
ance. The Treasury department could 
furnish the investors defense bonds with 
everything the companies give in endow- 
ment policies. All the necessary machin- 
ery is in active operation now. But I 
believe that the government does not 
wish to encroach on the functions of the 
great insurance institution and would ra- 
ther work with them. 


Plan is Explained 


“The plan I would recommend would 
be a cooperation of the Treasury de- 
partment and the insurance companies in 
the issue of 10 to 20 year defense sav- 
ings investment policies, sold at approxi- 
mately the present rates and on any 
terms desired down to a monthly savings 
plan. Each policy should carry a cer- 





Marks 50 Years with 
Fidelity Mutual Life 








J. R. 


SYKES 

J. R. Sykes, vice-president and comp- 
troller of Fidelity Mutual Life, recently 
observed his 50th anniversary with that 
company. Mr. Sykes started with Fidel- 
ity as office boy at $3 a week in 1892. 
In the following year he was promoted 
to copyist. He was later made assistant 
rate clerk, and in 1897, agency book- 
keeper. Seven years later he was assist- 
ant treasurer, and in 1914 comptroller. 
Mr. Sykes was elected vice-president and 
comptroller in 1929. 

Mr. Sykes is one of the organizers of 
the Life Office Management Association 
and served a term as a director. 


for Cooperation 


in Bond Sales 


tificate of the Treasury department 
showing that the full majority reserve 
has been invested in defense bonds. In 
this way the companies would profit by 
the interest on the deferred balance if 
sold on any other plan than single pre- 
mium and also the term insurance on 
the net amount at risk. This plan would 
not materially affect the companies’ in- 
vestment plan because over 75 percent 
of all insurance investments at the pres- 
ent time are made in government securi- 
ties or government guaranteed securi- 
ties. On the other hand, the government 
under this plan would sell minimum 
bonds of $1,000 on which the companies 
would immediately pay into the Treasury 
about $750 on each one. You can read- 
ily see I’m sure, that with the present 
advertising campaign of the government 
and the active sales effort of several 
hundred thousand agents, it would be a 
small matter for each agent to sell 10 to 
50 such defense savings bond policies 
both through personal sales and salary 
deduction plans in industrial organiza- 
tions. The policies should be decorated 
in the national colors and each one carry 
a certificate of the Treasury department. 
“The government doesn’t need the 
companies to do the job I have outlined 
because it now has an insurance machine 
in operation. But it would be good pol- 
icy to cooperate with the insurance com- 
panies in this way and it would be smart 
for the companies to recognize their op- 
portunities to serve and tie up closer 
with the government to preserve their 
own identity. There may be many ac- 
tuarial problems which I have not con- 
sidered, and_ political aspects which 
would have to be handled diplomatically 
but I am sure that the great army of 
trained insurance salesmen would get 
behind such a plan enthusiastically and 
put it over, both because it is the loyal 
thing to do and because they are paid a 
commission for the service they give.” 





Meyer Family of Wis. Has 
Old Line Life Tradition 


The Milwaukee “Sentinel” the other 
day had quite a feature story about the 
Meyer family of Wisconsin since one 
father and three of his sons and another 
father and his son are all representatives 
of Old Line Life of Milwaukee. 

William A. Meyer is the father with 


three Old Line sons. He is district 
manager at Shawano and has repre- 
sented Old Line Life 27 years. His son, 


Arthur Meyer, is general agent at An- 
tigo and has been with Old Line five 
years. Royal E. Meyer started with Old 
Line Life four years ago and Albert D. 
Meyer started a year ago. A fourth son 
is in the armed service. 

William Meyer 26 years ago appointed 
his brother, J. C. Meyer, as agent for 
Old Line Life at Oconto Falls and now 
J. C. Meyer is assisted by his son, 
Ernest Meyer. 


Court Rules on Total and 
Permanent Disability 


In the case of Wuerfel vs. Metropolli- 
tan Life, the Pennsylvania supreme court 
held the lower court was correct when 
it submitted the case to the jury with 
the instruction, “Total disability does 
not mean that plaintiff must be helpless, 
mentally and physically.” Wuerfel was 
employed by the Alleghany Steel Co. 
His arms were crushed in an accident 
in 1929, but he returned to work and 
continued at various jobs until October 
21, 1932, when he was discharged be- 
cause of his inability to work. A group 
disability policy was paid up and in full 
force at the time of his discharge from 
employment. 

The court held that “if the insured 
had to establish the fact of permanency 
of disability to a degree of absolute cer- 


‘ildies no benefits would be recoverable 
until his death had furnished the only 
indubitable proof.” 

The court also held that correspond- 
ence between the company and plaintiff’s 
attorney was satisfactory proof of loss. 
Whether proof is “satisfactory” is not 
for the exclusive determination of the 
insurer, it is for the court to determine, 
the court said. 

The lower court’s verdict 
plaintiff was upheld 


for the 





Non-forfeiture Studies Are 
Being Put in Bound Volume 


The reports of the various committees 
which have given the subject of non- 
forfeiture values consideration are now 
in process of being printed in a single 
bound volume and it is the expectation 
that they will be available for wide dis- 
tribution very shortly. This publication 
will then compose the entire literature 
on this profoundly important but highly 
involved question. It will give the com- 
missioners and company people an op- 
portunity conveniently to review the 
proposals and the background considera- 
tions and it should remove any excuse 
for failure to take final action on the 
proposals at the December meeting of 
the commissioners on the ground that 
material upon which to base a decision 
was lacking. It will also, it is expected, 


provide a most valuable source of study 
for those desiring to master many of the 
intricacies of the life insurance reserve 
system and related matters. 





Canada War Loan Figures 


_TORONTO—The extent to which 
life companies in Canada supported 
Canada’s second victory loan is _ re- 


vealed in a tabulation issued by the Na- 
tional War Finance Committee show- 
ing contributions of companies which 
subscribed $500,000 and over. These 
are: Metropolitan, $20,000,000; Mutual 
of Canada, $15,000,000; Sun Life, $15,- 
000,000; London Life, $12,000,000; Can- 


ada Life, $11,000,000; Great-West, 
$10,000,000; Prudential, $10,000,000; 
Manufacturers, $7,500,000; New York 


Life $5,500,000; Confederation, $5,000,- 
000; North American, Can., $5,000,000; 
Travelers, $5,000,000; Imperial, $4,000,- 
000; Dominion, $3,500,000; Mutual, 
N. Y., $2,540,000; Crown, Can., $2,000,- 
000; Equitable, $1,000,000; Excelsior, 
$1,000,000; Monarch, Can., $800,000; 
Aetna, $750,000; Empire, $500,000: Mon- 





treal Life, $500,000; National of Can- 
ada, $500,000; Northern, $500,000. 
Thomas A. Williams, 53, with Aetna 


Life in Columbus, O., for a number of 
years, died there. He was at one time 
secretary of the Columbus Life Under- 
writers Association. 


"and then start myson 


--.as My succ 


Mr. J. Guy Jackson has been 
in the life insurance busi- 
ness for twenty-eight years, 
and for the last seven has 
been Guarantee Mutual 
Life’s general agent at 
Macon, Georgia . . . That 
he plans to put his son in 
the business when the lat- 
ter attains maturity, we con- 
sider a salute to the institu- 
tion of life insurance... | 
That it is his intention to } 
have his son succeed him 
in his agency, we consider 
a compliment to our com- 
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Successor to 


J. GUY JACKSON 
General Agent 


ARANTEE MUTUAL 
Ue COMPANY © 


OMAHA, NEBRASKA 


| 
| 
J, GUY JACKSON JR. | 
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Guarantee Mutual’s IN- 
COME CONTINUANCE 
PLAN is now in its fourth 
year of operation. The 
plan is non-contributory 
on the part of the repre- 
sentative, and is provided 
in addition to liberal first 
year and renewal com- 
missions. 


Agency Vice President 


of our 
Agency Plan 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
Organized 1901 
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June Examinations Create 
207 New C. L. U.'s 


(CONTINUED FROM PAGE 4) 
J.; Holden, Columbian Na- 
Robert C., New 
Hughes, William 
Memphis. 


Richard K., 
tional, Boston; Holland, 
York Life, New York; 
F., Massachusetts Mutual, 


J, K, and L 


Also: Jacobson, Joseph A., Metropoli- 
tan, Chicago; Johnson, Grant O. Q., Mu- 
tual Life, Omaha; Johnson, Willis S.. 
John Hancock, South Bend, Ind.; John- 
ston, Harry DeL., Massachusetts Mutual, 
Warren, O.; Johnstone, Theodore A., Co- 
lumbian National, Kansas City; Kaplan, 
Abraham D., Metropolitan, Elizabeth, N. 
J.: Kelly, Fallas M., Mutual Life, Salt 
Lake City; Kennedy, Henry M., Pruden- 
tial, Newark; Kenney, Paul J., Pruden- 
tial, Highland Park, Mich.; Kerr, Robert 
D. B., Metropolitan, New York; Kirk, 
Emanuel F., Metropolitan, Brooklyn; 
Kirkpatrick, Kenneth W., Metropolitan, 


Millvale, Pa.: Knox, Clayton T., Mutual 
Life, Buffalo; Krick, Howard V., Penn 
Mutual, New Haven; Kurtz, Cornelius, 
Mutual 3enefit Life, Buffalo; Lackey, 


Reuben I., Mutual Life, St. Paul; Law- 
lor, John J., Metropolitan, New York; 
Lenhart, John N., New England Mutual, 
Cleveland; Lenoue, Bernard J., Pruden- 
tial, Spokane; Lewallen, Alfred J., North- 
western Mutual, 3altimore: Lichter, 
Bernard B., Metropolitan, Woodhaven. 


L. I.; Leivestad, Henry, New York Life, 
Madison, Wis.; Logan, Edith M. (Miss), 
John Hancock, Boston; Luther, John K., 


Aetna Life, Hartford. 
M, N, O, P, Q, and R 
Also: MacLeod, Marshall M., Pruden- 
tial, New York; Maier, Roe A., Aetna 
Life, Detroit; Maiwald, Victor W., Pru- 
dential, Philadelphia; Mallory, Donald 


L., Equitable Society, New York; Manza, 
Louis A., Jr., Metropolitan Life, Union 
City, N. J.; MeGaughan, Edward J., Mu- 
tual Life, New York; McIntosh, Robert 
B., New England Mutual, New York, 
McMaster, Fred A., Ohio National Life, 
Los Angeles; Mercier, Louise (Miss), 
Union Central, Kankakee, Ill.; Merzbach, 


William L., Penn Mutual, New York; 
Mickelson, Alvin H., New York Life, 
Madison, Wis.; Mogil, Max, Metropoli- 
tan, New York; Mollenauer, Vernon 5&., 
Connecticut Mutual, Philadelphia; 
Mooney, E. tay, Metropolitan, White 
Plains, N. Y.; Moore, Edmund J., Equi- 


table Society, Troy, N. Y.; Moore, Frank 
Martin, Lincoln National, West Lafay- 
ette, Ind.; Moore, Frank Wilcocks, 
Southwestern Life, Austin; Moore, Jul- 
ien K., Southwestern Life, Waco, Tex.; 
Myers, Herman H., Metropolitan, Phila- 
delphia; Nelson, Reed C., Mutual Trust 
Life, Cedar Rapids, Ia.; Oliver, Arthur 
S., New York Life, San Jose, Cal.; Op- 
penheim, Gerald, Metropolitan, Chicago; 
Osborne, Houston O., Metropolitan, Bre- 
merton, Wash.; Pace, James K., North- 
western Mutual, Washington: Page, 
Gerald W., Equitable Society, Los An- 
geles; Pegues, Alex H., Aetna Life, San 
Antonio; Peterson, Maurice W., Massa- 
chusetts Mutual, Jacksonville, Fla.; 
Planicka, Joseph R., Metropolitan, Chi- 
cago: Porsche, Gilbert L., Metropolitan, 
New York; Pratt, Walter E., Prudentia}, 
Milwaukee: Preston, William G., North- 
western National, Great Falls, Mont.; 
Quinn, Howard V., Metropolitan, Bos- 
ton; Raub, Clyde W., Indianapolis Life, 
Indianapolis; Ray, John §S., Metropoli- 
tan, New York; Reinfeld, Herbert, Met- 
ropolitan, New York; Reynolds, Edward 
P., Metropolitan, New York: Robinson, 


James J., New York Life, New York: 
Robinson, Raymond W., Metropolitan, 
Mt. Vernon, N. Y.; Rogers, Irwin W., 
Metropolitan, New York. Schultz. An- 


thony J., Metropolitan, New York: Roper, 
John W., Burley, Idaho (now in the serv- 
ice); Rosborough, Angus B., Massachu- 
setts Mutual, Jacksonville, Fla.; Rowland, 
Raymond J., Metropolitan. New York: 
Ruch, Ralph H., Mutual Life, Nashville; 
Runk, James W., Northwestern Mutual, 
Harrisburg, Pa. 


S, T, U, V, W, and Y 


Also: Samson, Sherman V. G., 
politan, New York; Sayler, 
Business Men’s Assurance, Kansas City; 
Schapiro, David B., Reliance Life, Balti- 
more; Schneer, Jacob A., John Hancock 
Mutual, Philadelphia; Schwahn, Herbert 
J.. Northwestern Mutual, Milwaukee; 
Schworm, Walter A., Mutual Benefit 
Life, Buffalo; Scott, Cedric L., Scott & 
Co., Los Angeles; Sekely, George Z., 
Prudential, New York; Shapiro, Milton 
T., Prudential, Rochester, N. Y.: Shapiro, 
Reuven P., Metropolitan, New York: 


Metro- 
John W., 


Sherrill, C. Caldwell, Connecticut) Mu- 
tual, Cincinnati; Shult, Warren F.. Na- 
tional Life, Bloomington, I]l.: Skinner, 


KKenneth B., Southwestern Life, Dallas; 
Smeal, Charles E., Prudential, Altoona, 
Pa.; Smillie, Kenneth L., Metropolitan, 
Glendale, Cal.; Smith, Joseph P., Pru- 
dential, Philadelphia; Smith, Lawrence 
W., National Life, Portland, Me.; Smith, 
T. Gibson, Prudential, Newark; Smither, 
James W. Jr., Union Central, New Or- 
leans; Snyder, Preston G., Prudential, 
Warren, O.; Spector, Nathan J., Metro- 
politan, Madison, Wis.; Sperling, Alex- 
ander, Metropolitan, Chicago; Speyer, 
Joseph L., Metropolitan, Malden Mass.; 
Staub, Allen A., Metropolitan, Columbus, 
O.; Steel, Gayle A., Western & Southern, 
Pittsburgh; Stegner, Harold A., South- 
western Life, Big Spring, Tex.; Swarth- 


out, Herbert M., Bankers Life of Iowa, 
Kansas City; Talbert, J. Glen, Metro- 
politan, Oklahoma City; Taylor, Gordon 
H., Metropolitan, Bremerton, Wash.; 


Taylor, Leo H., Metropolitan, Baltimore; 
Thompson, Marie K. (Miss), Metropoli- 
tan, New York; Trapp, Stephen F., Pru- 
dential, Dover, N. J.; Turk, Reville L., 
broker, New York; Upshaw, William F., 


Aetna Life, Raleigh, N. C.; Vogt, Her- 
bert G., Mutual Benefit, Buffalo; von 
Kleeck, John S., Prudential, Chester, 


Pa.; Webster, Ralph W., New York Life, 
Chicago; Weier, William S., Prudential, 
Newark; Wertimer, Sidney, Prudential, 
Buffalo; Westwater, David B., Connecti- 
cut Mutual, Columbus, O.; Wharton, B. 
Carl, Fidelity Mutual, Harrisburg, Pa.: 
Whiffen, John P., Lincoln Life, Madison, 
Wis.; White, W. Preston, Northwestern 
Mutual, Lorain, O.; Whitmer, Sherman, 
National Life, Bloomington, Ill.; Whit- 
ney, George R., Occidental Life, Los An- 


geles; Wilkinson, Harry E., Prudential, 
Kansas City; Wilkinson, Robert S., New 
York Life, Los Angeles; Williams, Rus- 
sel G., Mutual Life, Philadelphia; Wil- 
son, William G., New York Life, Read- 
ing, Pa.; Wray, William W., John 
Hancock Mutual, Huntington, W. Va.; 
Yarnell, George A., Metropolitan, San 


Francisco. 


The distribution of successful C.L.U. 
candidates by companies is interesting. 
Metropolitan Life continues to produce 
the largest number of new C.L.U.’s as 
it has for the past two or three years. 
In the 1942 list there are 52 Metropoli- 
tan Life representatives. Then comes 
Prudential with 26 and New York Life 
with 12, Mutual Life eight, John Han- 
cock Mutual, Northwestern Mutual and 
Equitable Society, each with seven; 
Union Central, Southwestern Life, 
Aetna Life and Massachusetts Mutual, 
each with six; Connecticut General and 
New England Mutual, each with five; 
Penn Mutual and Connecticut Mutual 
each with four; Lincoln National, Na- 
tional Life, Travelers and Mutual Bene- 
fit each with three; Mutual Trust, 
Columbian National, Northwestern Na- 
tional, Indianapolis Life and Minnesota 
Mutual each with two. The following 
companies had one representative on the 
list: Reliance Life, Fidelity Mutual, 
Eureka-Maryland, Business Men’s As- 
surance, Occidental of North Carolina, 
Occidental of California, Western & 
Southern, Republic National, Bankers 
Life of Iowa, Security Life & Trust, 
Ohio National, Home Life, Guardian 
Life, State Mutual Life, and State Re- 
serve Life. 


Northwestern Mutual Has 
304 “Pacemakers” for 1942 


MILWAUKEE—For the past eight 
years Northwestern Mutual Life has 
conducted a Pacemaker contest for five 
weeks, beginning one week after the 
start of the new agents’ year, in which 
agents can qualify with 30,000 or more 
points. They are credited 1,000 points 
for each dollar of volume, 3,000 points 
for each life written, and 5,000 points ex- 
tra for applications dated the first week 
of the campaign. In past years the re- 
sults were tabulated in time to present 
each Pacemaker a button and list him 
among those honored at the annual 
meeting of the Association of Agents. 

This year the awards were announced 
at the regional meetings held in place 
of the annual meeting in Milwaukee. 
The result showed 304 agents qualified 
for 1942 Pacemakers, June 8-July 11. 
The five leaders in points, known as 
Toprotchers, are: Frank B. Harris, Wil- 
mington, Del., first with 425,000 points; 
Hugh O’Neill, Newark; H. D. Goldman. 
Richmond; F. J. Witmeyer, Detroit, and 
F. H. Shainholts, Portland, Ore. 
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Highlights from a Splendid 
Six Months’ Record 


NEW PAID BUSINESS 
18.39, ahead of first half of 1941 
(June Paid Business 21.7°/, ahead) 


GAIN OF INSURANCE IN FORCE 
Was 60%, ahead of first six months last year, bringing the 
total in force to $124,355,000. 


INCREASE IN EARNING 
The average production for the Company's 50 leading 
men showed 20.9% increase over the same period last 
year. 


According to the report of the Insurance Section of the 
S. E. C. to the TNEC, full-time Indianapolis Life men earned 
the largest average income of any company studied. 


We congratulate Indianapolis Life Associates upon this out- 
standing record. 


INDIANAPOLIS LIFE INSURANCE COMPANY 
A Legal Reserve, Mutual Company 
Organized in 1905 
EDWARD B. RAUB 


President 


A. H. KAHLER 
2nd Vice-President 
Supt. of Agencies 


Agency opportunities in Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 
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A General Agent's Earnings 
In a Small City (200, Agency 


Agency established seven years ago, in a city of homes and 
public offices. 
Total 
Earnings 
$3,413 


Karnings on Total 
Per. Prod. Agency Prod. 
$2,356 $185,216 


Per. Prod. 


S 74.716 


Year 
1939 


1940 $124,212 $4,494 $608,599 $7,610 
194] $135,202 $4,845 $371,814 $7,406 


General agency openings in California, Oregon, Washington, 
Idaho, Montana, Utah and Wyoming. [ook up our financial 
statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


HELENA MONTANA 


Assets $16,444,465 
Surplus $2,410,000 
R. B. RICHARDSON 
President 


LEE CANNON 
Agency Vice President 
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N. N. Y. City Monee 
Making Survey 





(CONTINUED FROM PAGE 3) 


or from agents of other companies. Is 
compensation based on production, and 
if so, how? If not, do you expect a cer- 
tain volume for the salary paid? On 
what basis? Do your brokerage super- 
visors work jointly in the field with 
brokers? If so, is there any split in com- 
mission between supervisor and broker? 
Direct-Mail Methods 

Agencies having direct-mail service are 
asked to tell whether the mailing pieces 
are sent from the agency itself or trom 
the home office, and how the cost is met. 
If leads are furnished to agents the basis 
for allocation is asked, whether there is 
any charge for leads, and if so how it is 
calculated; how leads from national ad- 
vertising are distributed and what basis 
is used for allocation. 

Other questions cover agency employ- 
es’ salaries, agency meetings, whether re- 
ports are turned in by agents and super- 
visors, whether there is a renewal-for- 
jeiture clause in the agent’s contracts, 
and to whom over-the-counter business 
is credited. In addition to answering the 
questions general agents and managers 
are asked for any additional comments 
they care to make. 


Proposed by H. A. Schmidt 


The idea of the questionnaire 
nated with H. Arthur Schmidt, New 
England Mutual, president of the Life 
Managers Association. The survey is 
being handled by a special committee 
headed by G. P. Shoemaker, siggy ve 
Mutual. Other members are G. Au- 
stin, Aetna Life; T. W. Foley, ae Mu- 
tual; F. S. Goldstandt, Equitable So- 
ciety; H. F. Gray, Connecticut Mutual; 
H. D. Josephson, Mutual Benefit Life, 
and H. N. Kuesel, Phoenix Mutual. 

After the answers have been tabulated 
and summarized they will be the basis 0% 
a meeting later in the year. In order that 
the survey's results may be compiled ac- 
cording to relative size of agencies cov- 
ered managers and general agents were 
asked to indicate the average amount of 
new business, excluding group, produced 
in the last three years according to four 
groupings: up to $1,500,000 a year; $1,- 
500,000 to $4,000,000; $4,000,000 to $7,- 
500,000: and more than $7,500,000. 


origi- 


L. B. Dierkes Held Long 
Time Record with N. Y. Life 


Louis B. Dierkes, who retired not 
so long ago as agency director of New 
York Life in Cincinnati, had been 54 
years with that company in Cincinnati. 
For 42 years he had been agency di- 
rector. At the time of his retirement 
no other person active in the field had 
served as long as he had with New 
York Life. He got a job with Cross & 
Mattox, general agents for New York 
Life, as an office boy. Then he was 
advanced to clerk, then to cashier and 
he remained in that capacity when 
the Cincinnati branch was established. 
He made a remarkable record in con- 
servation of business. 

His predecessor as agency director 
was ill for some time and Mr. Dierkes 
had been doing his work. When the 
former agency director died the agents 
in the branch without saying anything 
to Mr. Dierkes, wrote a testimonial to 
the home office urging that Mr, Dierkes 
be appointed, which was done. He soon 
built the Cincinnati branch into one of 
the outstanding offices of New York 
Life. 

Mr. Dierkes had three brothers, all of 
whom were identified with New York 
Life, one as agency director, one as 
cashier and the third as a general agent 
and agent. A son, William J. Dierkes, is 
an agent of New York Life who is on 
leave of absence and is on active duty 
with the Canadian Royal Air Force in 
England. Mr. Dierkes is a life member 
of the New York Life’s $200,000 club 


= INSURANCE Lesesasninsatd 








and a member of the = Nylic Half Cen- 
tury Club. He is an honorary life mem- 
ber of the Cincinnati Life Underwriters 
Association. 


Life Men in Canada Are 


in Preferred Position 


ANGELES — W. Lockwood 
manager in Canada of Occidental 
Life, addressed agency managers of the 
company at the home office on wartime 
conditions in the Dominion. 

While life companies in Canada are 
operating with about 70 percent of the 
agency force they had in 1938, 1941 busi- 
ness was 140 percent of that in 1938. 
“Each man (the stragglers fell behind) 
is writing considerably more business 
than he did in 1938 and has less compe- 
tition from other agents.” 

The priorities problem is in an ad- 
vanced stage in Canada—with the result 
that countless salesmen (and office work- 
ers and factory workers) are being 
shunted into war industries because 
their chosen business cannot operate mi- 
nus raw materials. 

“But our materials are paper, ink and 
imagination. These do not suffer from 
priorities in Canada. 

“In Canada (and perhaps soon in the 
United States) wages and salaries are 
fixed by law and cannot be raised with- 
out permission of the government. This 
does not apply to life insurance sales- 
men, who are operating on commission. 

“This means that life insurance sales- 
men have been placed in a special class 
and allowed to earn as much money as 
they possibly can under present ex- 
panded conditions. Neither the rate of 
commission nor the total amount of com- 
pensation which may be earned by a life 
insurance agent is limited and under the 
impetus of war, there is literally no ceil- 
ing to a life insurance man’s potential 
earnings. 

“What other business in these days 
can offer a guarantee that the harder you 
work the more money you will earn 
(other factors being equal of course). 

“Facts and figures prove conclusively 
that this business of ours gives us a bet- 
ter chance to earn a living during these 
times than does the average business.” 


LOS 
Miller, 





Missouri Superintendent 
Asks Public to Buy Warily 


JEFFERSON CITY, MO.—The war 
has increased public concern about in- 
surance, and Superintendent Scheufler af 
the Missouri insurance department has 
issued a statement to newspapers. He 
cautions buyers against dealing with un- 
licensed agents, brokers, or companies, 
and asks them to request the agent to 
produce his license. He warns buyers 
carefully to read advertising of any kind 
of insurance and to scrutinize policy pro- 
visions and endorsements. 


Is Eyeing “Mail Order” Advertising 

The department is making a special 
study of “mail order” insurance in an 
effort to eliminate as much as possible 
unfair and misleading advertising, he 
states. There has been some effort to 
“twist” business, and such efforts should 
immediately be reported to the superin- 
tendent, he states. 

In connection with the war, “the pub- 
lic is urged not to becomé unduly dis- 
turbed because of the insertion of a war 
risk exclusion clause in the newly writ 
ten policies,” he states. “This is a pro- 
tective feature for good company man- 
agement, so as not to incur excessive 
losses. It is a safety move which has 
been invoked in war time since the days 
prior to the Civil War.” 


Airlines Has Retirement Plan 


American Airlines has made available 
to employes a retirement benefit plan 
employing insurance placed in John 
Hancock and Travelers. It will provide 
for recognition of past service through 
the purchase by the company of future 
retirement income annuities based upon 
average compensation of the employe 


and years of past service; death benefits 
equivalent approximately to one year’s 
annual earnings of the employe; retire- 
ment income from and after established 
ages of retirement, to be provided from 
contributions made both by employe 
and company. Ratification of the plan 
by stockholders will be discussed at the 
annual meeting in April. 


Newspaper Columnist Pans 
Mail Order Companies 


The mail order companies were taken 
severely to task by Robert Quillen in 
his syndicated newspaper column. 

“One of the juicest grafts in Amer- 
ica is mail order insurance,” he writes. 
“It robs thousands in every state every 


vear, and the law seems unable to do 
anything about it. 
“People could save themselves by 


consulting their state insurance com- 
missioner or better business bureau or 
chamber of commerce; but most of us 
are wishful thinkers, and when we see 
a ‘good thing,’ we wish to believe it on 
the level and therefore assume that it 
is. We'd rather risk being gypped than 
risk discovering that Santa Claus is a 
fraud.” 

He points out that because few peo- 
ple read more than the front page, 
where the crooked companies make 


11 


their impressive promises, these compa- 
nies are seldom shown up. Most peo- 
ple live 20 or 30 years after buying 
such a policy and keep on paying year 
after year. The fraud isn’t discovered 
of course until they die. If they die in 
the first year or two, when the widow 
sends in a claim the company calls her 
attention to “clause 42, printed in very 
fine type, which says the policy will 
pay $100 instead of $1,000 if the insured 
dies within three years of any one of 
40 listed diseases. Of course, one of 
them got you. 

“All crooked companies use some 
such method to keep from paying out 
money. The victims seldom do any- 
thing, for they are usually poor and 
afraid of lawyers. They tell their rela- 
tives and a few close friends; but this 
method of exposing the crooks is slow, 
and they can keep on operating in the 


region for years.” 


J. Fred Coffman, 46, district manager 


at Baltimore for Reliance Life, died at 
Union Memorial Hospital there. He had 
been with Reliance Life since 1938 and 


prior to that with Prudential and Aetna 


Life. 


_ Increase your accident sales with ideas 
from the Accident & Health Review, $2 
a year, 175 W. Jackson Blvd., Chicago 
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New Light on Old Problem 


AGENTS who wonder why it is so diffi- 
ficult to get a prospect steamed up about 
the possibility of his own death may be 
interested to know that the incapability 
of conceiving of one’s own death—side 
by side with a ready acceptance of the 
death of others—goes back to earliest 
childhood. 

Dr. Paul Schilder and Dr. David 
Wechsler interviewed 76 children rang- 
ing from five to 16 years old to get their 
views on death. These psychologists 
found that while children accept rather 
off-handedly the deaths of others and 
even think in terms of killing people 
without feeling at all conscience-stricken 


they did not regard their own death as 
possible. In their recently published 
book, “Goals and Desires of Man,” Drs. 
Schilder and Wechsler point out that 
“childhood notions” underlie adult be- 
havior. Psychologists consider that 
many fundamental emotional patterns 


of life are firmly set in the individual by 


the age of 5. 


Apparently the refusal to believe in 


one’s own death, which often makes the 
sale of life insurance so difficult, 
much deeper than a convenient excuse to 
get rid of a life insurance agent and 
avoid spending money on premiums that 
could otherwise go for more immediately 
enjoyable purchases. The fact that the 
blissful ignoring of even the possibility 
of one’s own death goes back to the 
deeply rooted emotional patterns of 
childhood should stand as a warning to 
the agent who may be too ready to infer, 
because he realizes that Mr. Prospect 
might possibly be ‘one of those destined 
for death during the next 12 months, 
that Mr. Prospect shares this feeling to 
any appreciable extent. 

While “laying him out in the parlor 
and backing up the hearse” is strong 
medicine, a little of it can justifiably be 
used—where it 
is clear that the prospect is still clinging 
to his childish belief that death is either 
impossible or is such a remote possibil- 


lies 





Keeping in Touch with the Boys 


THESE are days when agencies are being 
affected by young men going into mili- 
tary Almost every office is 
losing men. A number of managers 
put on young men in 1941 and prob- 
this time three-fourths are 
uniforms. Therefore it is cer- 
wise conclusion that it does 
to recruit young men of mili- 


service 


ably by 
wearing 
tainly a 
not pay 


tary age in these days. 
However, these young men _ who 
started in life insurance and were 


trained, it is hoped will return after the 


war to their homes and will have to 
engage in some line of business in or- 
der to obtain an income. 


Managers who are on the alert are 
keeping in touch with these men wher- 
they cases the man- 

writes a personal letter 


ever are. In some 


ager 


ity that it is not even worth thinking 
about. 
one every three weeks. He has his 


office manager write and his assistant 
or supervisor. Thus the boys out in 
the fighting areas or camps get letters 
from their former associates in  busi- 
ness, they are kept in touch with what 
is being done by the organization, they 
are told personal news of the people, 
they are patted on the back. 

The manager in such a case is de- 
sirous of having his men return to their 
desks and take up life insurance solicit- 
ing as soon as the war is over. The 
preliminary training has been done. 
When they come back they will be 
rusty but they will be in a different 
class than actual beginners. This is an 
excellent plan for all the managers to 


follow when their men have gone into 


to each the armed forces. 


Two Attitudes of Management 


In the conduct and operation of a life 
insurance company there are two distinct 
views or attitudes, two courses of action 
reflect the mind of the management and 
the directors. In the first category are 
companies that are ably managed, well 


ballasted financially, doing a fine busi- 
ness, giving policyholders excellent serv- 


ice and substantial protection and yet a 
company of this class looks upon the net 
profit as highly essential. It is in a sense 


the primary goal. It does not look with 


favor on spreading its wings to an extent 
where the profits will be reduced. The 
profits may be for stockholders or pol- 
icyholders. Such a company could not 
be called a full fledged social agency. It 
does not regard itself responsible for the 
protection of a larger number of people 
than it is nurturing now or at least it is 
satisfied with small accretions. It is con- 
tent with moving along a course where it 
is insuring the largest number of people 
that it can without interfering with the 


percentage of profits. 

The second company takes a larger 
and broader viewpoint. It does not re- 
gard a life company so much a private 
institution in its ultimate goal as it does 
an enterprise that is being conducted for 
the largest possible number of people 
that it can insure safely and not impair 
in any way its financial condition, It 
does not have its eve so keen on profits 
as it does on larger service. 

30th companies are legitimate in their 
ways of doing business and in the policy 
adopted. The the second 
class extends itself as far as it can with 
new business, keeping in mind practical, 
sensible operating conditions. In some 
cases, undoubtedly a management em- 


company in 
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phasizes in its own mind too much the 
question of profits. There should be 
profit because that is the major proof of 
successful management from a financial 
and business standpoint. 

The main question to decide is how 
and to what extent profits should con- 
tribute to surplus and how high surplus 
should be built. After all, in whatever 
way we look at it, the life insurance 
company is more than merely a private 
institution because it is the custodian of 
funds paid to it by individuals to accom- 
plish what they could not do alone. A 
life insurance company should never dis- 
whatever be its 

stewardship is 


regard its trusteeship, 
That 


certainly a sacred trust. 


business policy. 





PERSONAL SIDE OF THE BUSINESS 





James H. Brennan, president Chicago 
Association of Life Underwriters and 
general agent Fidelity Mutual, is making 
excellent progress at Henrotin hospital 
toward complete recovery from his re- 
cent accident in which he broke a leg 
which was broken a year ago. His con- 
valescence is being speeded by the home 
office announcement that the agency is 
third in production over the country for 
the year to date, with production 20 per- 
cent above the same period in 1941. 


Stratford Lee Morton, general agent 
of Connecticut Mutual Life, has been 
appointed chairman of the employe di- 
vision of the Greater St. Louis War 
Chest campaign. 


Edgar N. Caldwell, 
Northwestern Mutual Life at Glasgow, 
Ky., was elected commander of the 
Kentuc ky department, American Legion, 
at the annual meeting in Louisville. Mr. 
Caldwell holds several decorations won 
in military service. At one time he was 
in the navy, and later held every rank 
from private to colonel in the army. 


general agent of 


Miss Marguerite Sheehan, secretary- 
treasurer of Kentucky Home Mutual 
Life, suffered a fractured hip when she 
was thrown from a horse. 


Balie T. Cantrell of Houston, Texas 
supervisor of California-Western States 
Life, is recovering from an operation in 
St. Joseph Hospital. 

Robert A. Cameron, assistant manager 
of the Van Goldman ordinary agency of 
Prudential in Chicago, has Eoverend 
from a vacation trip to Rainy Lake i 
Minnesota. 

Joy M. Luidens, executive secretary of 
the Chicago Association of Life U nder- 
writers, is on vacation visiting her 
ter, Ethel Luidens, at the latter’s cabin 
at Smallwood, N. Y 


Guy C. Glascock, Ohio National gen- 
eral agent at Hutchinson and former sec- 
retary of the Kansas Life Underwriters 


sis- 


Association, is recovering from a seri- 
ous illness. 
Eugene Conklin, Hutchinson, Equi- 


table Society, past president of the Kan- 
sas Life Underwriters Association, has 
been named chairman of the youth com- 
mittee of Rotary International by Presi- 
dent Fernando Carbajal of Lima, Peru. 


Manager Jack F. Crofoot of the Con- 


necticut General Life in Washington, D. 
C., is convalescing at his home from a 
recent operation. He expects to get back 
to his office within 10 days or so. 


Miss Ina Isaacson, for seven years 
confidential secretary to the Minnesota 
insurance commissioner, has become 
Mrs, Warner Anderson. She is now 
living at Superior, Wis. 


_ John P. McDonald, agency assistant 
in the Northwestern Mutual agency de- 


partment, is the father of a son. Mrs. 
McDonald, the former Eleanor Brad- 
ford, was employed at the home office 


before her marriage. 


Carl Kleifgen, St. Paul ordinary man- 
ager of Metropolitan Life, is back at 
his office after a three weeks illness. 
His son, Arthur, who has represented 
Mutual Life at Rochester, Minn., is 
now an instructor in the army camp at 
Fort Ripley, Minn. 


Burton N. Colehamer, assistant man- 
ager of the service allowances depart- 
ment at the home office of Prudential, 
has completed 50 years with the com- 
pany. He is the dean of the com- 
pany’s employes. 


Delor Michael, formerly associate edi- 
tor of the “Insurance Magazine,” Kan- 
sas City, will be married to Miss Gen- 
eva Herndon of Topeka, Kan. Aug. 1 in 
Sioux Falls, S. D. where he is attending 
an army radio technical school. 





DEATHS 


Col. M. H. Taggart, Pa. 
Commissioner, Dies 


Col, Matthew H. Taggart, 63, insur- 
ance commissioner of Pennsylvania, 
died in his sleep at his home in North- 
umberland, Pa. He had not been seri- 
ously ill prior to his death. 

Mr. Taggart was appointed commis- 
sioner first in 1927 by Governor Fisher, 
and served until 1931. He started his 
present term under Governor James in 
1939. He was a lawyer. 

He served in the Spanish-American 
war, was a lieutenant colonel and in- 
spector general of the Pennsylvania di- 
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“In the second world war, for some reason, Dad was seared and he never did get 


me educational insurance!” 


vision in the Mexican border service 
and served in the world war, where he 
was wounded. 


Governor James commented that 
Col. Taggart brought to his work “the 
deep knowledge of experience, and 
when he took over the insurance de- 
partment he knew at a glance that it 
was greatly over-staffed. He soon re- 
duced the personnel from 150 to 80 
employes. This brought an = annual 
saving of more than $100,000.” 

Joseph P. Marron, assistant secretary 
Mutual Benefit Life, died suddenly from 
heart disease. He had been with the 
company since 1930 when he was placed 
in charge of its disability business. Prior 
to that time he had been with Independ- 
ence Indemnity of Philadelphia as as- 
sistant vice-president. He was born in 


Jersey City on Feb. 3, 1884. 
Archibald McTavish Campbell, one 
of the oldest members in the Canada 


Life organization, died in Winnipeg in 
his 90th year. He had been ill for a 
short time. He became associated with 
the company in 1881. After six years 
with Canada Life in Toronto, he moved 
to Winnipeg, where he was later made 
general agent and subsequently super- 
visor for the territory from Manitoba 
to the west coast. He made his first 
trip to what is now Vancouver in 1884. 
He was a director of the Royal Bank, 
National Trust Company and Royal 
Trust Company, and active on the 
boards of several other organizations. 

Robert Hall, 76, for many years a pro- 
ducer in the Indianapolis office of Aetna 
Life, died Sunday at his home. He re- 
tired from active business in 1937. Prior 
to entering the life insurance field he had 
taught school and, also, for two years 
preached at a church in Kendallville, 
Ind. 

Smith S. Ballard, 81, retired general 
agent of National Life in Miami, died 
there. He went to Florida from Ver- 
mont. 

William M. Brooks, father of Wilson 
M. Brooks, manager of American Na- 
tional in Richmond, and Howard J. 
Brooks, manager Shenandoah Life in 
Richmond, died recently. 

Horace L. Street, 50, secretary-treas- 
urer of Mammoth Life & Accident, 
Louisville Negro company, died there. 
He had been an official of the company 
since 1936. 


Layman’s Book on Life 
Insurance Aid to Agents 


“Understanding Life Insurance” is 
the title of an unusual new book, de- 
signed to explain to the layman what 
life insurance is, how it works and 
what it can do for him. Written in 
simple language, with a minimum of 
technical phraseology, the book tells 
the values and uses of the various con- 
tracts and options, clauses and _ bene- 
fits. 

In its effort to strip each angle of 
its technicalities for the public, “Un- 
derstanding Life Insurance” offers many 
explanations in a form that large num- 
bers of agents themselves could use 
to real advantage. 

Among its more helpful chapters, is 
one presenting term insurance. It tells 
what it is, what it is for and what it 
is not for. The concluding chapter on 
the life insurance agent nicely illustrates 
his indispensable service to the busi- 
ness, briefly presents some of the in- 
dustry’s problems. 

Consisting of 245 pages, and _ pub- 
lished by Crown Publishers, it is 
written by Isadore Dretzin and Simon 
A. McAvoy. and may be obtained di- 
rect from THe NATIONAL UNDERWRITER 
Company. Single copy price is $2. 


Conn. Savings Banks Life 
Fund Holds Meeting 


Governor Hurley was guest of honor 
at the annual meeting and election of of- 
ficers of the Savings Banks Life Insur- 
ance Fund of Connecticut in Hartford. 
The present officers were all reelected: 
President, Michael V. Blansfield, attor- 
ney, Waterbury; vice-president, Ernest 
L. Simonds, vice-president of Southern 
New England Telephone; treasurer, Ed- 
win C. Northrop, vice-president of Wa- 
terbury Savings Bank, president of Con- 
necticut Mutual Savings Bank 
Association; secretary, John P. Royston. 

At a luncheon following the meeting 
Commissioner Blackall and Bank Com- 
missioner Perry spoke briefly. Also 
present were representatives of the 17 
banks in the system. 

Mr. Blansfield announced that applica- 
tions to date are more than $1,000,000 
with more than $800,000 of this amount 
medically approved. 
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~ LIFE AGENCY CHANGES — 





New Seattle General Agent 
Has a Successful Career 
Everett C. Miller, who becomes gen- 
eral agent of the Penn Mutual in Se- 
attle, succeeding James E. Rutherford, 
who is made chairman of the National 
Association of Life Underwriters and 
its chief officer, is 38 years 


executive 





EVERETT C. MILLER 


of age. He graduated from Denver 
University. 

After 13 years in mercantile business, 
he was brought into life insurance in 
1934 by C. E. Eddleblute, Penn Mu- 
tual’s Denver’ general agent. Mr. 
Miller in his first year wrote $169,000 
and became a supervisor. From his 
beginning he was one of the Penn Mu- 
tual’s outstanding producers, selling 
more than a third of a million a year, 
and writing as many as 139 lives in a 
year. 

In his seven years of full-time selling, 
Mr. Miller never missed a week in con- 
secutive weekly production, and sold at 
least five cases every month. 

Recognizing his supervisory capabili- 
ties, the Penn Mutual took him to the 
home office in 1941 for a year’s man- 
agerial training. He has traveled to 
many agencies in study and in recruit- 
ing and supervision, and has written 
business in eight states. 


In Denver he was engaged in numer- 
Ous civic activities, and was on the city 
planning commission and the executive 
committee of the chamber of commerce. 


Lincoln National Names 
General Agent in Miami 


Lincoln National has appointed Wil- 
liam J. Mecke general agent in Miami. 
The Mecke agency will have headquar- 
ters at 801-2 Ingraham building, Miami, 
and will operate throughout the central 
and southern part of Florida. 





Mr. Mecke began his life insurance 
career in Philadelphia in 1931 as an 
agent for Penn Mutual. From 1937 to 


1941 he was assistant and acting mana- 
ger in Miami for Prudential. Since 1941 
he has been Prudential manager in Bal- 
timore for the state of Maryland. 

Mr. Mecke is a past president of the 
Miami Life Underwriters Association. 


Four Field Appointments 
by Equitable Society 


Four field appointments have 
announced by Equitable Society. 


been 


Her- 


man M. Korbholz has been appointed 
field assistant under the new district 
manager, Rie R. Keath, at St. Joseph, 
Mo., operating out of the A. M. Embry 
agency at Kansas City. 

Ralph L. Reece, former supervisor of 
agents and assistant to Agency Man- 


ager Homer Jamison at Oklahoma City, 
has been appointed assistant agency 
manager under Manager Jamison and 
takes over the former John Kessler 
unit. Mr. Kessler now is a chief petty 
officer in the navy. 

Cregon, Utah Appointments 


John M. 
district manager effective 
headquarters in Eugene, 
comes associated there with 


Byrne has been appointed 
Aug. 1 with 
Ore. He be- 
T. Howard 


Groves, agency manager, and will take 
over the southern Oregon unit, which 
heretofore has been unassigned. 


NV. Earl Freebairn has been era 
associate agency manager under J. H 
Harrop, agency manager of Salt Lake 
City. Mr. Freebairn has been connected 





Great-West Life Opens New Branches 


























W. R. FORD 


In- 


announced by 


Important agency expansion in 
diana and Missouri is 
Great-West Life. A branch office, the 
first to be opened in Indiana, has been 
established at South Bend with offices 
in the Sherland building. W. R. Ford 
has been appointed branch manager. 

Extending its activities in Missouri, 
the Great-West Life has opened a branch 
office in St. Louis with offices in the 
Boatmen’s Bank building. Stanley Stuart 
will be -manager. 


W. S. STUART 


Joining the company as an agent in 
1937 Mr. Ford has been a top producer, 
having attained continuous membership 
in the Honor Production Club. In 1940 
he was appointed district manager for 
northwestern Indiana and is well ac- 
quainted in that state. 

Mr. Stuart has been actively engaged 
in life insurance since 1935 and _ has 
maintained a successful production rec- 
ord, his personal business for the past 


three years totalling $500,000. 


actin Names McLaughlin 
as Brokerage Manager 


Harold P. McLaughlin, Des Moines, 
la., has been appointed brokerage man- 
ager of the E. W. 
Hughes agency of 
Massachusetts Mu- 
tual Life in Chi- 
cago. He entered 
the life insurance 
business at Chicago 
in 1931, represent- 
ing New England 
Mutual Life. In 
1936, he transferred 
to the S. C. Wood- 
ard agency of that 
company at Des 
M oines, where a 
large part of his 
time was devoted 
to development of employe profit-shar- 
ing and pension plans. 

In December, 1940, he installed a pen- 
sion plan for the Green Colonial Fur- 
nace Company of Des Moines. The 
manner in which he handled this and 
other life insurance matters for members 
of the firm, resulted in his appointment 
as office manager of that company, a 
post which he held until May, 1942. Re- 
strictions placed on non-war industries 
forced the company to curtail its activi- 
ties, and Mr. McLaughlin returned to 
life insurance work. 

He was graduated from 
School and Capitol City Commercial 
College at Des Moines, and later at- 
tended the Walton School of Commerce 
in Chicago. He has had wide experi- 
ence in administrative and sales work. 





H. P. MeLaughlin 


East High 
5 


with the as an some 


time. 


Fred D. Swain Joins Mutual Life 


Fred D. Swain, formerly with Frank- 
lin Life in Indianapolis, has joined Mu- 
tual Life as agency organizer in the G. 
R. Douglass agency at Indianapolis. 

Mr. Swain entered life insurance wit! 
Franklin Life in 1939. Within four 
months he qualified as a delegate to the 
company’s national business conference. 
He has been a member of the Franklin 
Application-a-Week Club. Last Janu- 
ary he was appointed associate general 
agent of the Indiana office. 


agency agent for 





John Hancock Promotes Two 


John Hancock has promoted Lewis I. 
Petzold from assistant district manager 
at West St. Louis, Mo., to district man- 
ager at Evansville, Ind. 

John Mullen has been advanced from 
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assistant district manager at Hyde Park, 
Mass., to district manager at Framing- 
ham, Mass., succeeding James F. 
Hickey, retired. 


Names South Florida Manager 

O. V. Overholser has been appointed 
south Florida manager of John — 
Mutual Life, replacing M. G. Tuttle, who 
is now a captain in the air force. He 
has headquarters in the Congress build- 
ing at Jacksonville. 


COMPANIES 


Massachusetts Mutual 1942 
Figures Show Good Increase 


Insurance in force with Massachusetts 
Mutual showed an increase of $21,524,- 
904 for the first six months of this vear, 
as compared with $13,710,704 for the 
same period a year ago. In addition to 
annuities, 531,070 policies for $2,046,968,- 
453 of life insurance are outstanding. On 
June 30, assets of the company were 
$770,637,118, a gain almost 50 percent 
better than the first half of 1941. 

Bond and stock purchases were $44,- 
513,653, compared with $48,649,763 last 
year, while new mortgage loans were 
up from $5,093,858 to $8,583,819. Re- 
payments of mortgage loans were $5,- 
669,880, a gain of more than $600,000. 

There was a decline in the need. of 
families for emergency funds, according 
to President Bertrand J. Perry, while 
cash withdrawals and new policy loans 
showed a decrease of nearly $1,000,000 
from the first half of last year. 

Payments on policies for the first six 
months totaled $23,558,310. 








Peoria Life Receivership to 
Be Discharged Aug. 24 


A final report on the receivership of 
Peoria Life was filed in Peoria county, 
Ill., circuit court by Receiver T. W. 
Swain. Aug. 24 was set as the hearing 
date, when the receivership will be dis- 
charged. 

Peoria Life entered receivership in 
1933 with C. V. O’Hern as receiver, 
later succeeded by Mr. Swain. 

Cash and bonds aggregating $87,728 
in value will be on hand when the 
hearing is opened. The receivership 
will receive additional funds through 
payment of the last dividend of the 
Bank of Peoria. 

Among final claims listed 
$15,600,000 by Alliance Life. 
has been greatly reduced, 


is one for 
That claim 
Mr. Swain 
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said, during the early receivership pro- 
ceeding. 

When Peoria Life entered receiver- 
ship, dissenters to the proposed rein- 
surance contract were paid cash in set- 
tlement of claims, while assenters as- 
signed policies with a 50 percent lien. 
The amount since has been reduced to 
35 percent and by 1949 it will be fur- 
ther reduced through investments by 
the successor company, Mr. Swain said. 

He handled $110,998 during his ten- 
ure of office, and of that amount $23,- 
270 was paid in existing claims. 





Seaboard Life Has an 
Excellent War Record 


Seaboard Life of Houston has 100 
percent of its home office force signed 
up for purchase of war bonds, and the 
average allotment is 11 percent of sala- 
ries. The company itself is now in- 
vesting its entire renewal premium in- 
come in U. S. bonds. The members of 
its agency organization and home of- 
fice staff have enlisted in the armed 
On ac- 


services in unusual numbers. 
tive duty with the army and navy at 
this time are: 25 percent of the full- 


time agents; 33% percent of the direc- 
tors; 6624 percent of officers and 75 
percent of the male employes in the 
home office. 





Mutual Life’s Figures 

As of July 1, Mutual Life shows as- 
sets $1,567,343,228, policyholders surplus 
$31,434,022, new business $86,059,843, in- 
surance in torce $3,568,357,081. 





Pan-American Half-Year Record 


The financial statement of Pan-Ameri- 
can Life shows marked increases for the 
six month period ending June 30, 1942. 

Life insurance written during the first 
half year was $11,829,854. The total in- 
surance in force is $184,768,810; an in- 
crease for the six-month period of 
$3,937,038. This is one of the highest 
gains during a similar period since 1930. 

The ‘omen assets as of bcs 30 


totaled $46,271,607, 
months increase of $2,018,214. 
and surplus is $2,502,881. 


showing a_ Six 
Capital 


Sioux Falls Company Incorporated 


_ Articles of incorporation have been 
filed for the Home Guardian Mutual 
Life of Sioux Falls, S. D. It is a level 
premium mutual corporation. Under the 
charter it may write life, health and ac- 
cident insurance. Incorporators are 
Roawell Bottum, Robert E. McCoy, M. 
M. Peterson, F. E. Samelson, H. L. 
Fuller, H. J. Cool and R. R. Robinson, 
all of Sioux Falls. 

The main factor in promoting the 
company is R. E. McCoy, who is a 
local life insurance man in Sioux Falls 
and has represented legal reserve com- 
panies in that territory. 


Record Gains for Ohio State 


Gains made by Ohio State Life in 
the first six months were by a wide 
margin the largest in the history of the 
company for a first half-year period. 

As of June 30, insurance in force was 
$113,493,698; admitted assets $25,299,- 
673; capital, surplus and voluntary con- 
tingency funds $2,578,846. 

New paid for production was approx- 
imately 10 percent above the first six 
months of 1941. New insurance writ- 
ten thus far in July is almost identical 
with that a year ago. The mortality 
report is extremely favorable. 





Acacia Mutual at New High 


Insurance in force and assets of 
Acacia Mutual Life reached new all- 
time peaks in the first six months of 
1942. 

Insurance in force scored an increase 
of $10,400,000 in the half year over the 
like period a year ago and on June 30 
totaled $456,500,000. 

Assets at the end of June amounted 
to $105,100,000, an increase of $3,870,000 
in the six months. The conservation 
record registered a 3 percent improve- 
ment. 





- LIFE SALES MEETINGS — 





Western Agencies 
of Equitable, N. Y.. 
Holding Meetings 


A series of individual agency educa- 
tional conferences of Equitable Society 
is being conducted in the midwest by 
Walter L. Gottschall, Chicago, director 
of agencies in charge of the western divi- 
sion. Each conference is for two or 
three days and is largely educational, 
with some recreational features. Mr. 
Gottschall is representing the head 
office. 

The first meeting was that of the € E. 
York agency of Toledo for three days at 
Clear Lake, Ind. Then followed the 
gathering of M. A. Nelson, agency man- 
ager at St. Louis, which was for three 
days at the Pere Marquette State Park 
near Grafton, III. 


Hold Gathering in Chicago 


Mr. Gottschall conducted a meeting of 
the Herbert Moss agency of Cleveland 
at the Edgewater Beach Hotel in Chi- 
cago for two days this week, leaving 
Tuesday night for West Yellowstone, 
Mont., for a three-day meeting of the 
J. H. Harrop agency of Salt Lake City 
to be held Friday and Saturday. He will 
return for another gathering Aug. 6-8 at 
Lake Wawasee, Ind., of the Israel 
agency of Chicago. 

The H. Allen “Nye agency of Denver 
and the David S. Bethune agency of 
Cheyenne will combine in a meeting 
Aug. 10-12 at Lakewood Country Club, 
Denver, with Mr. Gottschall presiding. 
The next day Mr. Gottschall will direct 
a conference of the Homer L. Rogers 


agency of Indianapolis at the Edgewater 
Beach hotel in Chicago for three days 
winding up Aug. 15. 

Then the R. R. Reno agency of Chi- 
cago will meet Aug. 20-21 at Dell View 
hotel, Dalton, Wis.; the H. E. Kerber 
agency, Chicago, Aug. 24-26 at the 
Schwartz hotel, Elkhart Lake, Wis., and 
the S. A. Lustgarten agency of Chicago, 
Aug. 31-Sept. 1-3 at the Minocqua Coun- 
try Club, Minocqua, Wis. 

The C. R. Golly agency of Peoria, IIl., 
will meet Sept. 10-12 at the Pere Mar- 
quette State Park near Grafton. 

Meetings of other agencies in the 
western division with other home office 
representatives will be announced later. 
It is understood W. J. Graham, vice- 
president, will attend a number of these. 





Morgan Honored by Oregon 
Agents of Northern Life 


PORTLAND—Oregon agencies of 
Northern Life topped off a state-wide 
contest honoring Vice-president Irving 
Morgan, with an agency meeting and 
dinner here, with about 100 in attend- 
ance. 

During the contest, which ran from 
June 1 to July 15, more than $2,500,000 
of new business was written. Mr. Mor- 
gan presented $2,200 in war bonds to 
the successful agents. 

Northern Life had 12 producers who 
qualified for the Tower Club, the larg- 
est in its history, Vice-president Mor- 
gan reports. This represents an in- 
crease of more than 56 percent over 
last year, when there were 46 qualifiers. 

The Tower Club convention, origin- 
ally planned for Seattle this summer, 
has been cancelled because of the war 


and qualifiers will receive war bonds 
instead of the convention trip. Tower 
Club pins and certificates, customarily 
presented at the convention, are being 
mailed to qualifiers. Othel Lee of Sa- 
lem, Ore., is president of the club. 





Grant Taggart Club Head; 


Convention Trip Canceled 


California-Western States Life has 
canceled the annual convention of El 
Capitan Leading Producers Club, sched- 
uled for Aug. 18-21 at Lake Tahoe. In 
place of the convention trip, qualified 
members and associate member-wives 
are receiving war bonds. The urgent 
need for transportation facilities in war 
time was responsible for this action. 

Officers for the club year are: Grant 
Taggart, Cowley, Wyo., president; A. E. 


Gaumer, Sacramento, first vice- presi- 
dent; F. W. Braubach, Jr., San Diego, 
second vice-president; °C. W. Madsen, 


Wyoming, third vice-president. 

Leading agencies in the percentage of 
agents qualified were: San Diego, 90 per- 
cent; Sacramento, 67 percent, and San 
Francisco, 60 percent. 





Equitable of Iowa 
Holds Cincinnati Rally 
CINCINNATI—Members of the Cin- 


cinnati agency of Equitable Life of 
Iowa including a number from Dayton 
and Hamilton were guests of Joseph 
B. Moorman, general agent, at a din- 
ner which was one of 60 similar cele- 
brations conducted by all general agen- 
cies of the company in lieu of the usual 
annual convention. 

Al. M. Boex, Clem J. Boex and V. 
G. Ruthemeyer of Cincinnati, Corp. 
Myrl E. Meyer, U. S. Army, and Ross 
C. Howell of Hamilton, members of 
the Production Club of 1942, who had 
all qualified for attendance at the con- 
vention were presented with war bonds. 
Awards based upon exceptional records 
attained during 1941 in matters of con- 
servation of business and average size 
policy were also presented to these 
same agents. 

800 App-A-Week Record 

Special recognition was accorded to 
Al. M. Boex in view of his completion 
of 800 weeks of weekly production as 
a member of the One-A-Week Club, 
and to Clem J. Boex for 600 weeks. 
Each of the agents named, and also J. 
V. Fanning, M. E. Deiters, A. Wirth, 
J. D. Kearney, E. W. Gowert and J. 
H. Williamson were presented awards 
in recognition of their success in the 
75th anniversary campaign, which was 
featured during the first six months of 
1942 

At the close of the program, all mem- 
bers of the agency joined Mr. Moorman 
in enrolling in the Night Owl Club, an 
organization for agents who have 
agreed to devote a minimum number 
of evenings each week to night sales 
and service calls. 


CHICAGO 





CHICAGO’S PART AT CONVENTION 

The Chicago Association of Life Un- 
derwriters will have a large crowd of 
members out for the Wednesday morn- 
ing session of the National Association 
of Life Underwriters Aug. 19. This is 
the meeting at which actions of the con- 
vention are ratified. Many Chicago 
agents will attend the Wednesday 
luncheon, which winds up the conven- 
tion. The Chicago group is handling 
registration. 





YOUNG CONDUCTS OWN OFFICE 

Joseph E. Young, one of the Chicago 
general agents of Franklin Life, was re- 
ferrd to in a news item as attached to 
the F. J. Budinger general agency there. 
Mr. Young’s outstanding production in 
the last year won him a substantial cash 
award from the company. 


RAINBOWS 
END 


There’s treasure at either 
end of the rainbow for the 
family protected under our 
Double Duty Dollar Plan. 


It was a bright, sunny, spring 
morning in May when a 33-year-old 
plumber in a small Nebraska town 
journeyed out in the country a few 
miles to help a farmer dismantle an 
old, wooden windmill tower. He was 
high up in the tower, wrecking bar in 
hand. Without warning, rotted 
timbers gave way, plunging him to 
the ground and to instant death. 


In a drawer of his desk at home 
was a $3,000 Bankers Life Family 
Protection Policy with 20-Year Ben- 
efit and Double Indemnity Provis- 
ion. 

The policy was issued October 23, 
1939, and the policyholder had paid 
three annual premiums—a total of 
$315.09. 


To the heartbroken young widow 
has come a measure of solace in the 
unfolding to her of the marvel of 
modern life insurance: 


She has received a check for 
$331.78 to help defray the fun- 
eral expenses. 


For the next 17 years on the 
same day each month she will 
receive a check from the Bank- 
ers Life Company for $48.38 
with the Double Indemnity 
Clause in action. 


At the end of 17 years, she 
will receive a check for $3,009.- 
68. 

Once each year she will re- 
ceive an additional check repre- 
senting the excess interest earn- 
ed on the balance of the policy 
proceeds remaining with the 
Company. 

Total payments to the widow 
will be in excess of $13,462.88. 


We quote from her letter to the 
Company: 

‘The shock of my husband's 
accidental death was almost more 
than we could bear, but thanks 
to his life insurance our minds 
are at least free from financial 
worry. The Bankers Life checks 
will enable me to spend my time 
with my two small daughters.” 
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AMONG COMPANY MEN 





MacEwen Quits After 34 
Years in Pacific Mutual 
to Aid War Effort 


LOS ANGELES—D. C. MacEwen, 
vice-president of Pacific Mutual Life, is 
resigning to identify himself with war 
related activities, after 34 years’ service 
with that company. 

He is past president Health & Acci- 








D. C. 


MacEWEN 


dent Underwriters Conference, director 
Sales Research Bureau, and past vice- 
president Life Agency Officers. He 
also has been prominent in the Na- 
tional Association of Life Underwriters 
and American College of Life Under- 
writers, 

Mr. MacEwen was chairman of the 
industrial organization committee of the 
Los Angeles Community Chest this 
year, chairman of the first aid commit- 
tee of Red Cross in the Los Angeles 
area, and directed the fund-raising cam- 
paign for the Visiting Nurses Associa- 
tion. 

He is a native of Canada who went 
to Los Angeles in his youth and has 
been continuously associated with Pa- 
cific Mutual throughout his business 
career. While his war activities may 
require an extended absence from Cali- 
fornia, Mr. MacEwen will maintain his 
family home in Los Angeles. 





Sayers Now Group Manager 


Stationed at Pittsburgh 


Frank S. Sayers has been placed in 
charge of group and staff insurance sales 
of Equitablé Society in the Pittsburgh 
agencies of L. C. Woods, Jr., and W. M. 
Duff and the Wheeling, W. Va., agencies 
of T. B. Sweeney and J. E. B. Sweeney. 
He becomes divisional group manager 
with headquarters in Pittsburgh. Mr. 
Sayers has been sales assistant in the 
home office group department. 

M. B. Higgins, group department di- 
rector in the former E. A. Woods Com- 
pany agency, will devote his full time to 
production of group and ordinary busi- 
ness as supervisor in the agency. J. M. 
Pfeil, E. W. Travis and M. J. Donnelly 
will continue as supervisors in the 
agency, with headquarters in Pittsburgh, 
Youngstown, O., and New Castle, Pa., 
respectively. Mrs. Sarah B. Smith and 
Lewis Milam will continue as supervis- 
ors in the T. B. Sweeney agency. 

Mr. Sayers, a native of W aynesburg, 
Pa., joined the Equitable in 1925 after 
graduation from Pennsylvania State Col- 
lege, and for four years was service su- 
pervisor at Pittsburgh before being 
transferred to New York. He directed 
group sales in the middle Atlantic divi- 
sion from Philadelphia as assistant divi- 
sional group manager, then returned to 


the home office group department as 
sales assistant. 


Gilbert Retires After 49 


Years with Mutual Life 


C. De Witt Gilbert, since 1935 super- 
intendent of the actuary’s department 
Mutual Life, retired under the company’s 
pension plan following 49 years’ service 
in thé home office. 

Mr. Gilbert joined Mutual Life in 1893, 
at the age of 16, as clerk in the actuary’s 
department, and has served the company 
throughout his entire working life. From 
clerk, he was promoted, successively, to 
assistant section head, section head, as- 
sistant chief clerk, and chief clerk of the 
actuary’s department. He was appointed 
to his present position of superintendent 
in June, 1935. He is a veteran of the 
Spanish American war. 

Mr. Gilbert is president of the Hack- 
ensack, N. J, Mutual Savings & Loan As- 
sociation, is financial secretary of the 
Junior Order United American Mechan- 
ics, Hackensack Valley Lodge No, 182. 
companies. 


New Officers Elected 
by Great Lakes Life 


George J. Fischer has been elected 
treasurer and Robert M. Sandrock has 
been elected secretary of Great Lakes 
Life of Cleveland. They take the offices 
that were held by Frank T. Humiston, 
Jr., who has resigned but continues as 
a director. Mr. Fischer is president of 
the Fischer & Jirouch Co., and Mr. 
Sandrock has been assistant treasurer of 
Great Lakes Life. 








Sun Life Agency Department Shifts 


Russell T. Black has been released 
on loan by Sun Life of Canada to as- 
sist the Canadian government in the 
administration of the wartime prices 
and trade board and has been appointed 
supervisor of 13 regional offices. He 
was assistant superintendent of the 
eastern-western division. 

F. S. Mount, formerly secretary of 
agencies attached to the eastern U. S. 
division, has been transferred to assist 
in the administration of the eastern- 
western organization. Miss Alma Rob- 
ertson has been promoted to agency 
correspondent to fill the vacancy caused 
by Mr. Mount’s transfer. She is given 
the same authority previously delegated 
to a secretary of agencies. 





Smith & Lukie in New ania 


CINCINNATI—The Smith & Lukie 
agency of Midland Mutual Life, for- 
merly in the Dixie Terminal building, 
has established new offices at 1301 
Carew Tower. Julius M. Smith, part- 
ner in the agency, will leave shortly to 
serve with the army air corps. Edgar 
W. Lukie will continue in charge of 
the agency. 


Insurance Leaders 
Before Senate Body 


(CONTINUED FROM PAGE 1) 
National association’s Washington at- 
torney, will state the association’s posi- 
tion at the Tuesday hearing. They will 
stress especially the desirability of re- 
taining the $40,000 life insurance estate 
tax exclusion, which the pending bill 
would eliminate while increasing the 
general estate tax exclusion from $40,000 
to $60,000, and the desirability of permit- 
ting life insurance premiums to be de- 
ducted from income for income tax pur- 
poses. 

They will also touch on other points 
which Charles J. Zimmerman, then 
chairman of the law and legislation coni- 
mittee, covered in his presentation be- 
fore the House committee in April. 
These included clarification of the cri- 





teria of taxability of insurance proceeds; 
exclusion from the gross estate of insur- 
ance earmarked to pay federal estate 
taxes; and inclusion as capital gain of 
the difference between proceeds and con- 
sideration where the tax payer has pur- 
chased a policy on the life of another, as 
where a partnership or individual takes 
over a business insurance policy on the 
dissolution of a corporation. 

Others scheduled to be heard Tuesday 


are: E. Kirk McKinney, president, and 
Guy Colerick, general counsel of Jeffer- 
son National Life of Indianapolis; C. V. 
Anderson of Cincinnati for People’s 
Committee to Defend Life Insurance; 
John Sheppard of Covington, Ky., for 
Mutual Association of Kentucky, and 
Walter Reed Barton of Washington, 
who represents Florida life insurance 
companies. 
(CONTINUED ON PAGE 19) 
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F. W. Drake Is New 


Alabama President 


BIRMINGHAM, ALA.—Frank W. 
Drake, general agent of Massachusetts 
Mutual Life, Birmingham, was elected 
president of the Alabama Association of 
Life Underwriters to succeed H. Mar- 
tin Nunnelley of the same agency at 
the annual meeting and sales congress 
here. 

F. G. Gooding, Metropolitan Life, 
Anniston, was elected vice-president 
and John Kay, Life & Casualty, Birm- 
ingham, secretary-treasurer. New trus- 
tees are Henry Wright, New England 
Mutual, Montgomery; Felix Shank, 
Penn Mutual, Montgomery; Stanley 
Parks, Pacific Mutual, Tuscaloosa; 
Lloyd Johnson, Protective Life, Flor- 
ence; Howard Striplin, Massachusetts 
Mutual, Gadsden, and R. G. Hicks, 
Prudential, Birmingham. 


Establish Leaders Round Table 
Adopting a report submitted by J. D. 


Parker, Birmingham, the association 
voted to establish a Leaders Round 
Table of Alabama. Any full-time 


agent for a legal reserve company may 
qualify by writing $200,000 of insur- 
ance. Group insurance will count for 
only 10 percent credit for a maximum 
of $20,000. In lieu of the $200,000 fig- 
ure, an agent may qualify by paying 
for new business with total premiums 
of $6,000 or more. A _ subdivision for 
industrial agents provides that they 
shall show a $100,000 net increase after 
deduction of lapses. 

Leading off the list of sales congress 
speakers was John A. Witherspoon, 
president National Association of Life 
Underwriters, who said a powerful “un- 
named beneficiary” stands in the back- 
ground of the 65,000,000 life insurance 
policies held in this country and that 
beneficiary is Uncle Sam. 

Mr. Witherspoon told of efforts be- 
ing made to bring commission-paid in- 
surance agents under the social secur- 
ity act and said it has been promised 
that as soon as certain war measures 
are put through Congress, some legis- 
lative action will be taken. He urged 
that all ‘misfits’ in insurance’ be 
weeded out at this time because they 
can obtain jobs elsewhere. 

He also spoke of the National asso- 
ciation’s effort to include in the new 


tax bill a clause providing a deduction 
for life insurance premiums. He said 
such a plan is in effect in England and 
some of the Dominions, 

H. H. Irwin, educational director of 
Massachusetts Mutual Life, said the 
increased obligation of man to the na- 
tion does not decrease his obligation to 
his family and the individual should 
provide a balanced program as between 


life insurance and war bonds. 
C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, former president of 


the National association, said the first 
step to a life insurance sale is to make 
the prospect realize what he has is in- 
adequate. He talks in terms of dollars 
and cents, and he advised agents to 
“talk big, thing big and the other fel- 
low will think with you.” 

Sis Hoffman, Union Central, Cincin- 
nati, only woman life member of the 
Million Dollar Round Table, took the 
audience to her heart and related sev- 
eral specific cases where she had sold 
widows. Her talk was on “Keep Your 
Chin’ Up.’ 

W. H. Andrews, Jefferson Standard 
Life, Greensboro, N. C., stressed the 
importance of a healthy mental attitude 
and told the agents they now have less 
competition since automobiles, refrig- 
erators, washing machines and radios 
are not being made. 

Other speakers were W. A. Lonsford, 
home office executive of Commonwealth 
Life; Dan E. Mason, field instructor 
of Equitable Society, and John P. Wil- 
liams, American College of Life Under- 
writers. Frank P. Samford, president 
of Liberty National Life, Birmingham, 
presided at a banquet honoring the 
speakers. Superintendent Julian  at- 
tended the session and spoke briefly. 





Minnesota Association’s Plans 


MINNEAPOLIS—Three major ac- 
tivities will occupy the attention of the 
Minnesota Association of Life Under- 
writers the coming year, a life insur- 
ance institute to be conducted in 
cooperation with the University of Min- 
nesota, an annual sales conference and 
a series of regional round table meet- 
ings at strategic points. 

Leon LaBounta, recently elected 
president, has completed his list of 
committee appointments. The regional 
meetings will get under way early in 
the ‘fall and probably will be held at 
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Mankato, Rochester, Austin, Duluth 
and one or two other cities. 

Plans for the institute have not been 
worked out but it probably will be held 
later than the one last year, which was 
in October, Last year’s institute drew 
a number of agents from North and 
South Dakota as well as Minnesota and 
an even larger attendance is possible 
this year. The sales congress will be 
held in January or February. 


Local Associations Active 
in Keep Well Crusade 


Twenty-six local life underwriters 
associations have already appointed 
committees to cooperate with the In- 
stitute of Life Insurance in enlisting 
public interest and support for “Keep 
Well Crusade.” Many other associa- 
tions are scheduled to act shortly. 

In Indiana, the crusade is being rec- 
ognized as an essential part of the civil- 
ian defense movement. Committees have 
been formed by four local associations 


in the state. 
Freeport, Ill—The president elected 
at the annual meeting is Luke Stuart, 
Travelers. Other officers named are: 
Vice-president, Edw. B. Broderson, 
Metropolitan; secretary-treasurer, T. J. 
Bordner, John Hancock; national com- 
mitteeman, Boyd R. Kreamer. 


Johnstown, Pa.—Newly elected officers 
are: President, Winston Emerick, Mu- 
tual Life of New York; vice-president, 
E. R. Metzner, Jr., New York Life; sec- 
retary, Milton Krause, Metropolitan Life; 
treasurer, R. F. Gustafson, Knights Life: 
national committeeman, Francis H. Con- 
rad. 


Atianta—Dr. R. C. Young, professor of 
sociology at the Georgia Evening Col- 
lege, spoke at the first meeting under 
the presidency of Walter J. Roundtree. 


Little Rock, Ark.—Ben H. Wooten, 
president Federal Home Loan Bank, 
sounded a warning that economic effects 
of the war will become more wide- 
spread. Mr. Wooten, who is chairman 
of the State Defense Council, said an 
era of more restrictions on commodities 
and services is just ahead. H. H. Con- 
ley, New York Life, and A. J. Johnson, 
Business Men’s Assurance, reported ex- 
cellent progress in the sale of war 
bonds and stamps. 


Centralia, Ill.—New officers elected at 
the annual meeting are: President, C. L. 
Rigg; vice-president, R. L. Simpson; 
secretary-treasurer, A. P. Fellinger; na- 
tional committeeman, J. F. S. Elmhirst. 


Danville, [1l.—The new president is 
Harold H. Hensold, and other officers: 
Vice-president, W. J. Kreml; secretary- 
treasurer, Glen Wright. 


Aurora, Ill.—The new officers elected 
at the annual meeting are: President, 
L. E. Dimond; first vice-president, W. S. 
Boedecker; second vice-president, J. B. 
Macken; secretary, J. David Heinz; 
treasurer, H. J. Brunner; national com- 
mitteeman, B. J. Stumm; state commit- 
teeman, G. D. Commons; acting secre- 
tary, Charles Kangas, succeeding Mr. 
Heinz, who has gone into service. 


Bloomington, Tll.—New officers are: 
President, N. Eric Bell; vice-president, 
Warren Shult; secretary-treasurer, Rob- 
ert S. Wilson; national committeeman, 
A. W. Tompkins. 


Joliet, I11.—W. D. Kouns is the new 
president, Charles Hanson, vice-presi- 
dent, and Ernest Green, secretary-treas- 
urer, 


LaSalle County (Ottawa), Ill.—Alfred 
A. Andrews was elected new president 
at the annual meeting, the other officers 
being: Vice-president, F. O. Hoffman; 
secretary-treasurer, Paul E. Larson; na- 
tional committeeman, E. M. Sawyer. 














Kan.— New officers are: 
United Benefit Life, 


Pittsburg, 
Ellis M. Resler, 
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president; Clarence Turner, Prudential, 
vice-president; P. J. Aikens, Mutual Life 
of New York, secretary-treasurer; John 
S. Kerns, Northwestern Mutual, renamed 
national committeeman. 


Cincinnati—W. T. Craig, president, an- 
nounce the chairmen of the various com- 
mittees. George Vinsonhaler, John Han- 
cock, is in charge of programs; A. Robert 
Groenke, Mutual Benefit, membership; 
Tom Strange, Ohio National, meetings; 
W. B. Hardy, New England Mutual, pub- 
lic relations; B. O. Stoner, Connecticut 
General, education; P. C. Bake, Phoenix 
Mutual, civics; C. Vivian Anderson, 
Provident Mutual, law and legislation; 
Gerald Isphording, New England Mutual, 
finance; Burt H. Wulfekoetter, Massa- 
chusetts Mutual, business standards, and 
Kenneth Alberts of the Thomas E. Woods 
agency, regulations committee. 


Kansas—President Walter Leonard, 
Manhattan, has called a meeting of the 
executive committee for Lawrence Aug. 


5 during the short course at the Uni- 
versity of Kansas. Eugene Conklin, 
Hutchinson, past president, will give one 
of the lectures in the short course. 

Mr. Groenke has been elected by the 
directors as vice-president to take the 
place of Charles H. Wible, who, follow- 
ing his recent election as vice-president, 
left for the armed services. 

Peoria, Ill John Reno, Equitable So- 
ciety, has been named president of a 
committee to stimulate the war bond 
program. The committeee will stimu- 
late the formation of 10 percent clubs 
among employes of business and indus- 
try. The Lincoln National Life and New 
England Mutual Life agencies here have 
qualified for the “Minute Man” flag. 


Williamsport, Pa.—The West Branch 
association held its annual picnic July 
25 at Sylvan Dell. Sports’ included 
swimming, quoits, card playing and out- 
door bowling. 
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Examination Report on 
Catholic Order of Foresters 


A convention examination of the 
Catholic Order of Foresters, Chicago, 
by the Illinois, Iowa and Massachu- 
setts departments, as of Dec. 31, 1940, 
shows it had assets $39,964,273, contin- 
gency reserve $1,510,000, legal reserve 
$31,104,783, free surplus $6,747,978, ra- 
tio of solvency 119.95. 

Total cost of examination was $6,972. 
The Iowa department charged $15 a 
day for its examiner, actual living ex- 
penses and railroad fare. The Massa- 
chusetts department charged $10.57 a 
day, living expenses and railroad fare. 
The Illinois department examiners 
charged $15 a day. 

The examiners found that the cash 
position was well maintained and sur- 
plus funds are being currently invested 
in diversified income producing securi- 
ties. The examiners say that a review 
of files and records on claims ——— 
an 


indicated they were promptly 
equitably adjusted. The fraternal op- 
erates in more than one-half of the 


states in this country and in all the 
Canadian provinces. 


Colorful Celebration 


. O. F. was formed May 24, 1883 
as Illinois Catholic Order of Foresters, 
taking its present name June 7, 1889. 

C. O. F. was honored by the Treas- 
ury at a ceremony in Chicago in which 
a citation of 100 percent subscription 
bv C. O. F. and its employes to the 
war bond drive and a “Minute Man” 
flag were presented. There was a mili- 
tary program and the ceremonies were 
broadcast over radio station WJWC. 
Mayor Edward J. Kelly of Chicago 
took part. J. G. Gallaher, deputy ad- 
ministrator of the war savings staff, 
made the presentation to Thomas H. 
Cannon, high chief ranger, and to two 
representatives of employes. 

Mayor Kelly is a member of C.O.F. 
He said this is a war which demands 
action—not words—on the home front 
as well as battle field. W. C. Fitz- 
gibbon, Washington, D. C., special rep- 
resentative and assistant to Secretary 
Henry J. Morgenthau of the Treasury, 
commented on dangers facing the 
country. Don D. McKiernan of the 
war savings staff in Chicago was mas- 
ter of ceremonies during a long pro- 
gram which included contributions by 
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the Sea Scouts of St. Augustine 
Church, Chicago; Chicago Typographi- 
cal Union Band No, 16, patriotic mu- 
sic; Leo Crowns, former Czechoslova- 
kian soldier, who escaped through Ger- 
many into Africa, who talked on his 
experiences and others. 

. R. Heaney, high sceretary and 
president National Fraternal Congress, 
concluded with a talk, pledging full 
support by his society in the war effort. 


Maccabees Sets War Bond 
Record in Day 


Maccabees in one week set the rec- 
ord of 100 percent home office em- 
ployes participation for 10.2 percent of 
the payroll in a campaign for the pur- 
chase of war bonds. A patriotic rally 
in the home office auditorium, with talks 
by Treasury representatives, E, W. 
Thompson, supreme commander, and 
employes, initiated the drive. Employes 
of each department elected one of their 
number as chairman in charge of re- 
ceiving pledges. Maccabees has re- 
ceived a “Minute Man” banner and 
certificates from the Treasury signify- 
ing 90 percent or better employe par- 
ticipation. Two large flags attesting 
that every one of the 225 employes is 
participating for an average of 10.2 per- 
cent of payroll soon will be flying from 
the masthead atop the Maccabees build- 


ing. 


C. O. F. Field Leaders Go 
on Minnesota Outing 


Thirty leading field representatives of 
Catholic Order of Foresters and six 
high court officials will leave Chicago 
Aug. 2 for Roberts Pine Beach hotel 
at Brainerd, Minn., on a week’s outing 
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and business conference. This all-ex- 
pense trip was based on qualifications 
by production in the last 10 month 
period. 

Included in the party will be 
Thomas H. Cannon, high chief ranger; 

. R. Heaney, high secretary; Dr. J. 
R. Magrath, medical director; C. D. 
DeBarry, general sales director, and L. 
T. Duffy, assistant sales director, and 
Hugh Young, Minneapolis, high court 
trustee, 

The Minneapolis state court has ar- 
ranged to take the entire party to the 
state court’s boy camp for an inspec- 
tion tour and then by bus to Anoka 
where the party will take the train. 


Form Clubhouse Corporation 


MILWAUKEE—Property for a Pol- 
ish National Alliance clubhouse is to be 
acquired by the newly incorporated Al- 
liance Home of Council No. 8, Ine., 
composed of representatives of various 
groups in the alliance here. The new 
corporation is authorized to sell stock 
up to $20,000 in the clubhouse project 
at shares of $10 each, available only to 
alliance members. 


Unity L. & A. Has Big Day 


The field forces of Unity Life & Ac- 
cident of Syracuse sent in over $250,000 
in life applications in one day in honor 
of the birthdays of S. N. Randall, super- 
intendent of agents, and L. J. Bayley, 
secretary. A special July campaign for 
life insurance was conducted and every 
indication points to a larger production 
than for July of last year. Special recog- 
nition of high production is being given 
this year in the form of war bonds. 
President E. R. Deming was in charge 
of the July campaign. 


K. of C. Shows 171/, Percent Gain 


Knights of Columbus had $17,056,200 
of insurance issued in the fiscal year 
ended June 30. This compared with 
$14,510,755 in the previous fiscal year, a 
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gain of 17.5 percent. Net gain in in- 
surance membership, net gain in insur- 
ance volume, and the best membership 
record in years were reported. 


Offers Free Trip to Meeting 
Protected Home Circle of Sharon, Pa., 
has offered a free trip to the supreme 
circle meeting to be held at Pittsburgh, 
June 21-23, 1943, for its field represen- 
tatives who qualify by their production. 
There is the proviso that if war emer- 
gency limits use of transportation so the 
trip must be canceled those who qualify 
will be paid in war “thes and stamps the 
amounts the society would have had to 


pay for their trip. The qualification 
period started June 15 and will close 
March 15, 1943. 

Isane E. Staples, 77, former member 


Oregon legislature and a director 
of Artisans Life, died at his home in 
Portiand, Ore., after a short illnes. 

The Czech Catholic Union of Cleve- 
land has been licensed in Michigan. 


ACCIDENT 


A. & H. Increase of 35 
Million in 1942 Seen 


The increase in 194% accident and 
health premiums is estimated by Harold 
R. Gordon, executive secretary Health & 
Accident Underwriters Conference, at 
approximately $35,000,000, based upon 
business reported for the first six months 
of this year. 

As a result of data compiled on 70 per- 
cent of the total premium volume writ- 
ten by conference companies the first six 
months of this year, an increase in prem- 
iums of 11 percent for this period over 
that in 1941 was revealed. This means, 
if the present increase continues for the 
last six months of 1942, a total premium 
volume nation-wide of all companies of 
over $350,000,000. 

Loss ratios have dropped considerably, 
according to the trend indicated by the 
figures for the first six months, being 
four to five points lower for this hali 
year than the same period of 1941. 


of the 





More Than 50 Companies 
in War Injury Policy Pool 


The closing on July 29 of participation 
in the pool sponsored by the Health & 


Accident Underwriters Conference to 
write the special war injury policy 
showed more than 50 companies’ signed 


up to start writing the new form Aug. 
10, including a big majority of the com- 
panies writing $1,000,000 or more in pre- 
miums. 

The pool was oversubscribed July 22, 
the original closing date, but there were 
sO many last minute requests for par- 
ticipation that the time was extended for 
a week 


U. S. Life Writing Children 


The accident and health department 
of United States Life is now consider- 
ing applications on children from ages 
5 on up for its L-4 accident policy, 


which allows up to $500 medical reim- 
bursement for accidental injuries. The 
previous minimum age was 14. 


Loyal Protective Six-Month Record 
Life reports acci- 
premiums of $678,188 
months of 1942, as 


Loyal Protective 
dent and health 
for the first six 


compared with $617,506 for the same 
period in 1941. This gain compares 
favorably with an increase. of $14,039 


for the first half year of 1941 over 1940. 


Duggan St. Louis Supervisor 
John A. Duggan has been appointed 

accident and health supervisor of the 

St. Louis agency of General American 


Life. He formerly was a broker in St. 
Louis. 

“Why Disability Insurance is a Good 
Investment for You” cost only $2 per 
100. Order from The National Under- 
writer. 


FieNATIONAL UNDERWRITER 


Cummings Opens 
Fight on Changes 
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simply one of employing an additional 
staff member but involves a change in 
fundamental organization setup, Mr. 
Cummings declared that the trustees 
have exceeded their authority under the 
by-laws in negotiating for the employ- 
ment of a man for the position of chair- 
man of the board before it is even in 
existence. 

Calling upon the recipients of the let- 
ter to join him in opposing the scheme 
to “remove the fundamental leadership 
of the N.A.L.U. from the hands of the 
volunteer officers,’ Mr. Cummings said 
that the issue is one of fundamental pol- 
icy and not of personalities. 


Conflict of Opinion 


“No explanations of the intent of the 
board, or of the qualifications of the 
individual selected at this time to be the 
first chairman of the board could in any 
way modify the issue, as i view it,’ > Mr. 
Cummings pointed out. “It is a matter 
of direct conflict of opinion as to the 
wisdom of a policy adopted by the pres- 
ent board and the policy which I feel 
should maintain in every organization of 
our type of placing the fundamental 
leadership in the hands of volunteer offi- 
cers to be assisted by the strongest and 
most capable staff executives who can 
be secured.” 

Mr. Cummings asserted that he is not 
opposing the employment of an addi- 
tional salaried employe nor is he object- 
ing to the selection of Mr. Rutherford 
for a salaried position whose responsi- 
bilities would be broader than those of 
the managing director, but expresses the 
belief that any such executive should be 
under the direction of the elected officers 
and his title should clearly reflect his 
responsibility to the president and trus- 
tees. 

Fearful that some members may think 
that, because he is author of the present 
plan of organization, his opposition to 
the proposed change is simply opposition 
to change, Mr. Cummings points out 
that he has consistently shown a record 
of favoring revision of the by-laws to 
keep them abreast of the needs. 


Favors Another Amendment 


“T am in favor of an amendment pro- 
posed this year, which will add a na- 
tional committeeman for each state and 
regional association who will serve for 
a term of three years as do the national 
committeemen of local associations,” he 
said, 

“Salaried executives of organizations 
such as N.A.L.U. always are criticized. 
The most common criticisms are that 
they exercise too much authority; that 
they do not follow the leadership of the 
elected officers and trustees; that they 
build political machines to insure their 
reemployment. The employment of a 
‘chief executive with powers greater than 
that of the elected president would lead 
to even greater criticism—criticism of 
the plan as well as the incumbent. 

“It is not necessary to place a salaried 
employe over the changing presidents 
to achieve continuity of policy and pro- 
gram. A competent organization execu- 
tive, operating under the elected officers, 
can accomplish such an objective more 
readily than if he were ‘over the presi- 
dent,’ with the collisions of authority 
inherent in such an arrangement. 

“Men with strong, positive qualities 
of leadership, elected as volunteer offi- 
cers, will not accept any dictation from 
a salaried executive, and, therefore, col- 
lisions are inevitable. The only type 
of elected officer who would not instinc- 
tively resent working under a salaried 
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man is the type that would accept the 
presidency as an honor and not a respon- 
sibility, and who would prove a figure- 
head. We do not want that type of 
elected officers. 

“The unusual devotion to service of 
officers since 1934, when the new plan 
of organization was adopted, is due in 
a large measure to Our new organization 
plan as well as to the fact that under 
this plan those elected to office could 
establish policies and practices and carry 
them out. The plan for a salaried officer 
over the volunteer officers would elim- 
inate that inspiration to leadership, re- 
gardless of how much the employed 
officer realizes that he is the servant of 
the entire membership. 

“It is inconceivable to me that, if they 
understood the matter fully, the dele- 
gates to a convention would elect vol- 
unteer officers and trustees and then 
permit them to hire a salaried executive 
who would actually top the list even 
over the man they elected as president. 
In effect, this plan would prevent the 
delegates from electing the top leader. 

“As a matter of policy, therefore, for 


the National Association of Life Under- 
writers, I cannot agree that the organi- 
zation should confer upon any person 


who accepts employment what President 
Witherspoon describes in the N.A.L.U. 
news release as ‘powers broad enough so 
that he will be the actual as well as 
titular head of the association, with 
more authority than the president, sub- 
ject only to the control of the board 
of trustees.’ ” 


—_—— 
of A. L. C. Closes 
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whole social group, and spoke of Eng- 
land’s compulsory war risk insurance, 
of which our own voluntary plan for 
such insurance is an outgrowth. 


Grant Torrance, treasurer Business 
Men's’ Assurance, financial — section, 
chairman, was toastmaster at the din- 


At the head table were Lee N. 


ner. 
Parker, president American Service 
Bureau; Miss Mildred M. Hammond, 


assistant secretary A.L.C., registrar of 
the seminar; Prof. H. C. Sauvain, pro- 
fessor of finance, Indiana University, 
seminar director; Colonel Robbins, as- 
sociate director; Mrs. Sauvain, and Da- 
vid F. Barrett, A.L.C., director of pub- 
licity. 

W. 
nental 
seminar’s 


Officials Attending Seminar 
the 


N. Boyden, vice-president Conti- 
Assurance, was elected on the 
executive committee. 


Those attending seminar in- 


cluded: 

Cc. B. Marbury, 
tual Life; W. E. Mackay, 
urer and assistant secretary 
Life; F. E. Huston, A.L.C 
and actuary; W. E. Nibel, 
treasurer American Mutual Life; Ed- 
ward M. Karrmann, treasurer, and Wen- 
dell P. Coler, vice-president and actuary 
American United Life; C. M. Miller, Jr., 


treasurer Acacia Mu- 
assistant treas- 
Alliance 
secretary 
assistant 
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July 31, 


bond department Atlantic, Lite; 
H. F. Dean, supervisor investment serv- 
ice department Bankers Life; R. D. 
Shepard, vice-president and treasurer 
Bankers National; Grant Torrance; W. 
F. Schmausser, secretary Capitol Life; 
Cc. F. Nettleship; B. G. Ball, assistant 
treasurer Columbus Mutual Life; W. N. 
Boyden, vice-president Continental As- 


manager 


surance; E. B. Mead, bond department 
Equitable Life of Iowa; C. E. Phillips, 
assistant secretary Equitable Life of 
D. C.; Paul Bernard, manager invest- 
ment department Farm Bureau Life; J. 
G. Driseoll, vice-president General Amer- 
ican; Carl C. Weichsel, vice-president 
and treasurer Great National; I. 58. 
Parker, assistant secretary Great North- 
ern Life; G. T. Conklin, Jr., investment 


department, and D. A. Ross, assistant 
secretary Guardian Life; N. A. Morse, 
vice-president Home State Life; Paul E. 


Fisher, treasurer Indianapolis Life; 
Floyd Delaney, comptroller’ Interstate 
Life & Accident; J. M. Bryan, vice-presi- 
dent Jefferson Standard Life; R. C. 
Bacchus, assistant supervisor bond de- 
partment Kansas City Life; Ehney A. 
Camp, Jr., treasurer Liberty National 
Life; J. B. Siegel, Jr., bond division Life 
of Virginia; F. B. Mead, Jr., and Fergus 
MeDiarmid, assistant managers invest- 
ment research department Lincoln Na- 
tional Life. 

J. W. Johnson, assistant treasurer 
Minnesota Mutual; D. W. Gordon, in- 
vestment secretary Monarch Life; W. L. 
Phillips, bond division Mutual Benefit; 
Henry Cathles, investment department, 
and W. R. Chappell, assistant to presi- 
dent North American Reassurance; G. 
S. Stark, city loan supervisor Old Line 
Life; R. R. Brown, vice-president and 
actuary, and W. P. Stalnaker, vice-presi- 
dent and treasurer Oregon Mutual Life; 
F. W. Gleason, vice-president and secre- 
tary Pan-American Life; ©. I. Cohee, 
treasurer Peoples Life; R. S. Seott, 
treasurer Protective Life; M. A. Linton; 
R. K. DuvVall, vice-president Republic 
National Life; A. G. Decker, vice-presi- 
dent and treasurer Shenandoah Life; 
Adlai H. Rust, president, and J. D. 
Wooledge, assistant treasurer State Farm 
Life; C. G. Lane, second vice-president 
Union Mutual Life; W. H. Painter, sec- 
retary - treasurer United Fidelity Life; 
G. T. Armstrong, assistant treasurer 
West Coast Life; R. B. Richardson, 
president, and Alex Cunningham, vice- 
president and treasurer Western Life 
and past chairman financial section. 


Many Distinguished Guests 


Distinguished guests included: Dr. J. 
J. Galloway, department of geology In- 
diana University; Dr. James Moffett, 
head of the university’s department of 
economics; George A. Bangs, president; 
Harry R. Wilson, vice-president; Don 
Bangs, and Stanley Dickinson, all of 
American United Life; James M. Drake, 
president, and Mark E. Archer, vice- 
president and general counsel Empire 
Life & Accident; William E. Rider, presi- 
dent Ben Hur Life; F. L. Alexander, 
president, and E. L. Marshall, vice-presi- 
dent and actuary Lafayette Life; E. B. 
Raub,. president, and A. L. Portteus, 
vice-president Indianapolis Life; E. Kirk 
McKinney, president, C. A. Ploch, treas- 
urer, and F. T. Greene, director Jeffer- 
son National Life; H. V. Wade, first vice- 
president and general manager Standard 
Life of Indiana, and Ross Bartley, editor 
“The Indiana Daily Student,” director of 
publicity Indiana University. 


“Marketing Life Insurance” contains 
over 600 pages. Send $6 for copy to Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago. 
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Believes in Programming on 
Basis of Planned Estates 


NEW YORK—Programming enables 
an agent to build a clientele in life insur- 
ance much along the lines that a doctor 
or dentist builds a clientele, Frank S. 
Smith of the Home Life sales planning 
division stated in a sales seminar of the 
President’s Club in New York, which is 
reported in “Home Made News.” Mr. 
Smith said that the thing that impresses 
him most about programming is that he 
no longer thinks of himself as a mere 
life insurance salesman. In his desire 
to do something for his policyholders, 
friends and acquaintances, they seem to 
ask him to help them and they no longer 
look upon him as just another life in- 
surance salesman. 


Attracted to Planned Estates 


Mr. Smith entered the business in 1926 
and did well, but was dissatisfied with 
the results he was getting. He heard 
about the Home Life’s planned estates 
and became associated with that com- 
pany. He grew so enthused about pro- 
gramming after taking the company’s 
study course that he decided to work 
only by appointment and had such en- 
thusiasm for his work that he got ap- 
pointments with the first 10 men he 


called on. He made analyses of the life 
insurance owned in each case after 
using the Home Life’s need finding plan 
and found that additional coverage was 
needed. He succeeded in closing nine 
of the ten prospects. 

In another case, he took five prospects 
that another agent had been unable to 
close and by setting up a minimum life 
insurance budget for each, sold all five 
for an average policy of nearly $5,000. 

The secretary of a prominent business 
man called Mr. Smith on the telephone 
and asked if he would call. The pros- 
pect was a complete stranger, but he 
had such favorable reports from a friend 
on the programming system of the 
Home Life that he wanted his insurance 
set up in the same professional manner. 
Mr. Smith sold him a $10,000 family in- 
come policy and was introduced to an- 
other prospect who bought $5,000. 

Through the planned estates system as 
developed by the Home Life, Mr. Smith 
said that clients gladly give the names 
of their friends and acquaintances to 
him. “I know that through the phi- 
losophy of client building production 
inevitably follows,” he declared. 


Life Agents Selling Other 
Lines of Insurance Coverage 


There are differences of opinion 
among companiees and their general 
agents or managers as to how far agents 
should be permitted to write other lines 
of insurance than life. Many companies 
writing only life insurance insist that 
their agents be full time life men and not 
even write accident and health insurance. 
Some companies, however, writing only 
life insurance see that accident and 
health insurance is a form of personal 
coverage and that it dovetails in very 
nicely with life insurance. In most lines 
of insurance there are partial losses. In 
property insurance there is time inter- 


ruption indemnity granted. Accident 
and health insurance is regarded as 
chiefly a partial loss. It is true, of 


course, that accident policies carry a 
principal sum in payment of death 
claims but after all the usefulness of 
both accident and health insurance is 
compensating a person who is temporar- 
ily disabled. 


Favor Accident and Health 


Life companies as a rule are more lib- 
eral in regard to agents writing accident 
and health insurance than any other line 
of insurance. In addition to the addi- 
tional income, it gives agents an oppor- 
tunity to keep busy selling. Often a man 
may grow stale on life insurance and 
not be able to hit the ball. He can go 
out, however, and sell an accident or 
health policy. A number of agents are 
selling hospitalization insurance at odd 
times. 

A large number of companies now 
write accident and health insurance as 
well as life and very naturally their 
agents sell all these coverages. In fact, 
accident and health premiums are eag- 
erly sought by many companies writing 
life insurance because the investment 
factor is greatly reduced. Furthermore, 
companies can protect themselves more 
or less and at expiration refuse to renew 
policies where the underwriting depart- 
ment feels that the hazard is too great. 

However, when it comes to agents 


writing other lines of insurance such as 
fire, automobile, plate glass, general lia- 
bility and the various forms of property 
insurance, a more rigid line is drawn. Of- 
fices that permit agents to write accident 
and health insurance along with life will 
discourage any paths into other insur- 
ance fields. The point is made that if an 
agent’s mind is diverted by selling other 
lines of insurance he neglects his major 
operations. 


Establish Life Departments 


In large cities and often in smaller 
ones life insurance departments are es- 
tablished in offices writing general lines 
of insurance. Usually life insurance is 
something of a sideline. These local 
offices are chiefly interested in fire and 
casualty insurance and surety bonds. 
However, they often run across a pros- 
pect for life insurance and w rite the case. 

L. S. Broaddus of Chicago, manager 
of the Guardian Life, has worked out a 
plan that he finds quite sucessful. He 
believes that life agents in spite of prohi- 
bitions against writing other lines of in- 
surance will do so on the sly. In addi- 
tion he finds it desirable for an agent 
to keep on selling insurance even when 
he is majoring on life insurance. He de- 
sires his agents to be life insurance sales- 
men primarily and sell other insurance 
as a sideline. Very often life agents find 
without any difficulty they can pick up 
other kinds of insurance on their rounds. 
Mr. Broaddus declares that the sale of 
other kinds of insurance as a sideline 
helps a number of agents in their 
monthly income. Furthermore when they 
are selling insurance their morale is 
maintained. 


Limitations Are Set 


However, he sets certain limitations 
about selling other lines of insurance 
that he insists be observed. In the first 
place, all applications fdr other lines of 
insurance, just as life insurance, must go 
through his office. He secures a broker’s 


He ar- 
payment of com- 

He is the man 
dealing directly with fire and cagualty 


license and handles the details. 
ranges for collection, 
missions to agents, etc. 


offices. In Illinois every person solicit- 
ing fire and casualty insurance must have 
a broker’s license and hence his men 
secure such. He takes out 2% percent 
of the commission for handling the 
work. He will not allow an agent to 
write other lines of insurance where the 
commissions run over $100 a month. The 
$100 mark is the maximum and no one 
in his agency has yet reached that point. 
Many are earning $60 or $70 a month in 
commissions on other lines of business 
and as far as Mr. Broaddus can observe 
it has no effect whatever on life insur- 


ance production but has probably stimu- 
lated it. 

Mr. Broaddus likes to keep his agents 
alert, working and satisfied. One of the 
big problems today is to develop an 
agent up to a point where he can make 
a comfortable living. Mr. Broaddus 
states that the $50, $60 or $70 monthly 
income from other lines of insurance 
helps an agent to meet his obligations. 
He wants his agents to make money. 
The sidelines of insurance contribute 
something to the income. However, he 
does declare that a manager should know 
just what his salesmen are doing and 
therefore he feels that all the details of 
their transactions in other lines of insur- 
ance should go through his office. 


Value of Life Insurance 
to Farmer Is Cited 


The magazine, “Successful Farming,” 
contains quite a boost for life insurance 
in an article written by Farwell Brown, 
entitled “If you invest in insurance you 
set up a cash reserve for farming.” The 
article contains a number of illustra- 
tions of the particular value to the 
farmer of life insurance in those days 
“when his markets go bad on him or 
when disease or drought knocks out his 
production unit.” 

Many farmers are compelled to sell 
valuable working capital such as ani- 
mals, land, buildings, tractors, at a 
great loss just because they cannot 
weather a temporary down and out 
period. 

According to Mr. Brown, life insur- 
ance policies, government bonds and in- 
sured savings accounts provide the 
most ideal and practical reserve ac- 
counts for the farm operator. He tells 
of a man who started 30 years ago as a 
farm hand at $30 a month. He saved 
enough money to buy some machinery 
and a few cows, got married and rented 
the farm. Finally after much persua- 
sive effort on the part of an agent, he 
bought a $1,000, 20-year endowment 
policy and some whole life insurance. 
He left the dividends in the whole life 


policy. The farm later went on sale at $85 
an acre and with the proceeds of the 
endowment he made the down payment 
and bought the farm. 

Another farmer who rents a 200 acre 
farm, in 1934 borrowed on his life in- 
surance to buy seed and hay in order to 
sustain his herd of cows and calves 
when the drought had cut the hay crop 
in two. This was a very profitable 
move because he paid off the loan in 
18 months and just this month he sold 
two cows for $360 that he would not 
have had if he hadn’t had the “reserves” 
back in 1934. 

These farmers, according to Mr. 
Brown, made surplus funds, saved 
them and conserved their savings. Each 
one of these steps is necessary to effect 
the purpose. The farmer’s ability to buy 
the farm was due to the fact that his 
life insurance policy gave him a sys- 
tematic method of savings and then 
provided a minutely diversified invest- 
ment fund that conserved his money. 

A reserve may require that a man 
maintains a little lower living standard 
for the moment in order to have a 
more stable and continuous living be- 
yond the nearest future. 





Sales Suggestion 
for the Week 


In many industries, offices, and other 
concerns employes are authorizing de- 
ductions in their salaries or other com- 
pensation for purchase of war stamps 
and bonds. In some cases there is a de- 
duction for group insurance. Therefore 
the salary deduction plan and the budget- 
ing system are not new. Employes are 
accustomed to this deduction. 

Employers are anxious that their em- 
ployes learn to save money as they had 
not in the past. This will tend to drive 
off inflation. Employes may not under- 
stand the inflation principle, but if the 
employer takes time to show what it 
means, thinking employes are impressed. 
Life insurance is a system of saving and 
protection. It is not a competitive factor 
so far as tangibles are concerned. Per- 
sons can purchase as much life insur- 
ance as they desire and it will have no 
effect in increasing prices. 

There is a chance for excellent work 
to be done in salary savings or salary 
deduction, whatever it is called, espe- 
cially where smaller numbers are em- 
ployed. This is an excellent form of in- 
surance on which to work. It is of 
current interest. 





Insurance Leaders Before 


Senate Finance Body 
(CONTINUED FROM PAGE 16) 


Because the revenue bill as passed by 
the House is not entirely clear on all 
points relating to the income tax on life 
companies it is likely that the companies 
will shortly present to the Treasury de- 
partment certain technical and clarifying 
proposed changes. These are not con- 
troversial, the object being merely to 
make sure that the law will effect the re- 
sults at which the Treasury and Con- 
gress are aiming. 





Sells Fathers of Service Men 


TORONTO—Excelsior Life is using 
an unusual selling approach to fathers 
of men in service. Pointing out that it 
will take time for the boys to find ci- 
vilian jobs when they return from serv- 
ice, Excelsior states that many fathers 
in their 40s or early 50s are buying 
$1,000 or $1,500 policies to assure room, 
board and job-seeking money in case 
anything happens to them before the 
boys return for peace time. 





“Marketing Life Insurance” contains 
over 600 pages. Send $6 for copy to Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago. 
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NEWS ABOUT 





LIFE POLICIES 





Guardian Has Deferred Life 
Income Contract 


Guardian Life has made available a 
deferred life income contract for use in 


salary savings cases on lives not eligi- 
ble for life insurance. It will be issued 
only at ages 15-55, inclusive, with 


privilege of conversion to life insurance. 
Dividends are payable at the end of the 
second policy year. 

The maximum insurance age for pre- 
mium waiver disability benefit and 
double indemnity benefit was extended 
to 55. Conversion period on term in- 
surance for business purposes was ex- 
tended to 12 and 15 years, respectively, 
on 15 year and 20 year term policies. 

With the new war clause there 
seemed no reason to continue the re- 
striction as to plan of insurance on un- 
married male applicants age 35 and un- 
der. Hereafter, such applicants ages 
21 to 35 will be eligible for term in- 
surance and “family guardian” as well 
as permanent forms of insurance. 

Monthly incomes at optional maturity 
ages 55 to 65, per $1,000 of cash value, 
are: 


Monthly Income per $1,000 Cash Value 

Age at 120 

Which Months Cash Life Inc., 

Income’ Certain Refund No Return 

3egins M F M F M F 
55 $5.01 $4.51 $4.49 $4.11 $5.20 $4.61 
56 5.12 4.60 4.57 4.18 5.34 4.72 
7 5.2 4.25 5.49 4.83 
58 5.3 4.33 5.64 4.95 
59 5.43 4.41 5.80 5.07 
60 5.6 4.49 5.97 5.20 
61 5.7 4.57 6.15 5.34 
62 5.88 4.66 6.34 5.49 
63 6.0 4.75 6.54 5.64 
64 6.16 4.84 6.75 5.80 
65 6.3 4.95 6.97 5.97 





Mutual Life Lowers Age 
Limit for Juveniles 


Mutual Life of New York has low- 
ered the minimum age for juvenile cov- 
erage to the day of birth. Heretofore, 
children below one year of age were 
not written. A 20 year juvenile en- 
dowment has been added. 

Mutual Life in its house organ, warns 
agents that while the juvenile depart- 
ment has been enlarged because there 
is a definite need for this insurance, the 
primary need is for protection of the 
American home against the death of 


the income producer—not against the 
death of the baby. Premium rates for 
the earlier ages, outside of New York 
are: 
Ord. 20 30 20 Yr 

Age Life Pay. Pay. End. 
Tigers $13.53 $22.15 $17.81 $44.61 
ET errr aS 13.72 22.59 18.08 45.39 
eee 13.97 23.02 18.40 45.87 
i. cee 14.18 23.34 18.64 46.14 
Cit cs teas 14.40 23.64 18.87 46.33 
Peiiskiguaceie we 14.62 23.94 19,11 46.49 
tab beac ate 14.87 24.27 19.37 46.65 
ae: 15.12 24.60 19.64 46.81 
Beg eae 15.39 24.94 19.91 46.96 
- Se ee eee 15.66 25.28 20.19 47.11 


Ohio National O: Offers New 
“Home Protection” Policy 


Ohio National has introduced a “home 
protection” policy, a supplemental con- 
tract for additional insurance attached 
to a regular life policy on the ordinary 
life paid-up at age 85 plan. The primary 
purpose of this contract is to pay off the 
balance due on a mortgage in event of 
the death of a home owner. However, 
the combination will fit many personal, 
family and business insurance needs. 

The additional insurance is on the re- 
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ducing term plan and the amount de- 
creases at each policy anniversary. This 
term insurance is not convertible, and 
the annual reduction is automatic and 
may not be changed. Dividends payable 
are the same as those on a regular 
paid-up age 85 policy. Thus the term 
portion of the protection policy is non- 
participating. 

The “home protection” policy offers 
three combinations: $500 term, $500 
paid-up at 85 issued in a minimum of 
two units; $667 term, $333 paid-up at 85, 
minimum three units; $750 term, $250 
paid-up, minimum of four units. 

At age 35 on the latter plan, providing 
$750 term and $250 paid-up at 85, the 
premiums are as follows: (one unit) first 


year, $13.15; second, $13; fifth, $12.47; 
10th, $11.15; 15th, $8.81; 17th, $7.28; 


thereafter, $6.63. 


Fidelity Union Brings Out 
Several New Contracts 


Fidelity Union has added several new 
plans and increased premium rates on 
5 and 10-year term. The new policies 
include 15 and 20 year term, 15 and 20 
year family income and 20 year term 
family group. 

The family group form provides pro- 
tection to the entire family under one 
policy, the minimum ultimate amount 
of which must be $1,500. Accidental 
death benefit is included on all 
lives over five years of age, terminating 
at attained age 65. A life paid up 
at ages 60 and 65, designed to comple- 





ment the social security program, also 
has been introduced. The new rates 
for the term forms and for the new 
policies at quinquennial ages are: 

o » Fe 
_ SEF fe 
bo || Se ae ot 
< er m-e A Ric 

$ ; $ $ > $ 

10 11.98 ae ee oe rm 
1b 618/22 a. Con eiags, Me tees En 
20 14.84 7.99 8.12 8.37 20.00 10.84 
25 17.07 8.27 8.35 8.90 22.44 11.44 
30 20.06 8.43 8.70 9.92 25.32 12.56 
35 24.20 9.01 9.65 11.87 29.32 14.72 
40 30.24 10.40 11.58 15.20 34.98 18.44 
45 -. 12.98 14.95 20.46 43.16 24.24 
50 B230" 2039 ak eee EBS 
55 24.17 28.81 44.88 
60 34.74 é2 61.95 
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Others Besides Workers 
Benefit from War and 
Make Good Prospects 


Apparently it is extremely difficult 
for the agent who has, over a period 
of years, sold to prospects in the white 
collar, higher income classes to sell 
much business to defense workers, even 
when he finds them. 


Roy Ray Roberts, general agent of 
State Mutual Life in Los Angeles, 
which is an enormous defense war 
work center, has found this true of 
himself and his men. He has been 


selling for 25 years on the basis of pro- 
gramming and to meet tax problems, 
and he has yet to find a way to tap 
the war worker for any appreciable 
volume of business. 


Increases Personal Production 

However, he is selling a good deal 
more business personally. He led the 
company in May as general agent on 
personal production, and his agency led 
the United States in written business. 
But it is personal production. 

There is a great deal more life in- 
surance business to be had among the 
same class of buyers the agent has been 
selling in the past. Typical is the 
owner of the shop “around the corner” 
who used to hire two or three men but 
today has 50. Instead of making a liv- 
ing, he is making more than ever 
before. There are a lot of these pros- 
pects. Mr. Roberts said that he had 
built a list of 5,000, and doesn’t know 
how he can get around to see all of 
them. 


Can’t Use Mail Approach 


He started out to develop this kind 
of prospect with a three-letter buildup, 
but found this approach unsatisfactory. 
These men are so busy today that they 


pay no attention to mail approaches. 
Instead, Mr. Roberts uses the tele- 
phone. This he can do after a build-up 


through one of his agents with whom 
he works. Three-fourths of any sale 
is built on prestige that the agent has 
before he goes to see his man. That 
means the prospect thinks the agent 
knows what he is talking about, before 
the agent starts talking. Under such 
circumstances he will listen to what the 
agent has to say and let him make his 
points. Otherwise, he will not. Per- 
haps this is why it is difficult for the 
not had industrial ex- 


agent, who has 
perience, to get very far with the aver- 
age war worker. 

Mr. Roberts’ experience shows that 


the business is there and among the 
same types of persons to whom the or- 
dinary agent has been selling, though 
perhaps not the same individuals. 


Use Women On Industrial Debits 

NASHVILLE, TENN.—Cosmopoli- 
tan Life now has women agents selling 
and collecting on eight of its 40-odd 
debits in Nashville and middle Tennes- 
see and is well satisfied with the ex- 
periment, according to Manager M. 
Godwin. “The public reaction to 
women industrial agents has been 
splendid,”’ Mr. Godwin said. “Women 
on our Nashville debits have proved to 
have the necessary patience and endur- 
ance.’ 
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One day during Army Week in Canada, Great-West Life served a regulation army 
meal to its staff. All agreed that the menu showed that the boys were being well 
taken care of. The Women’s War Service Unit took advantage of the opportunity 
to solicit funds for cigarettes for the boys overseas. 
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L. G. Porter, gen- 
eral agent Lincoln 
National, payroll 
division chairman 
of the Wichita As- 
sociation of Life 
Underwriters’ war 
bond drive; Bert 





Watch Vita a A. Hedges, state 
B é ‘ manager Business 
uild Tank Men’s_ Assurance, 





general chairman, 
and S. G. Glover, 
manager National 
Life & Accident, 
president, super- 
vise the installa- 
tion of a special 
billboard in front 
of the largest bank 
in Wichita. The 
Widhita —_associa- 
tion has passed the 
$7,000,000 mark in 
pledges. 
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One and one-half tons of rubber were collected from the home office of 
Pacific Mutual Life and its tenants in the salvage drive in Los Angeles. 





Ernest H. Earley of the A. J. Johannsen general agency of Northwestern Mutual 
Life in Brooklyn led the company in the New York metropolitan area in the yeat 
ending June 1 with 69 lives for $1,094,250. He has averaged about $1,000,000 a year 
for 20 years. 
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In a one week war bond drive the Huntington (W. Va) Association of Life Under- 
writers secured pledges for over $3,000,000 in bonds. At the rally celebrating the 
accomplishment, Miss Dorothy Lamour, motion picture actress, was a guest. 

Left to right: George Allen, secretary-treasurer Huntington Association; Miss 
Lamour, Herman Allison, bond chairman, and Robert Holdt, president Huntington 
Association. 
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: WISCONSI NATIONAL LIFE INSURANCE C0. OSHKOSH 





Wisconsin National Life has received many favorable comments from its billboards 
featuring the purchase of war bonds placed at strategic points on the highway. 
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Important LITTLE GEM Features 


Settlement Option Incomes in detail — for 
both Current Contracts and for Old Con- 
tracts. Over 300 indexed tables, covering 
nearly all business in force today. 

Cash Values, including at “retirement ages” 
—55, 60 and Covers over 1000 ordinary 
contracts. Also the Incomes Payable from 
these values. 


Special Programming Section of some 60 
pages—one-third more than any other. 


Annuities—Immediate and Retirement. 
Juvenile Insurance—Rates, Values, etc. 


Rates of Interest Earned—also Rates Pay- 
able on Proceeds. 


ea” SOCIAL SECURITY bene- 
ts. 


Policy Provisions and “Practice” (for over 
160 companies). 


Premium Rates at All Ages (for over 2700 
contracts). 


Disability & Double Indemnity & Term. 


“Net Cost—New Payment” Illustrations with 
detailed summaries. 


The details on “Special’’ Contracts, 


WAR CLAUSES — special treatment, up-to- 
date at time of delivery. 


Financial and Business Reports—20 items for 
over 225 companies—for 4 years. 











New Prices—Effective July 15, 1942 
Single Copy $2.50 


3 to 5 copies $2.25 ea. 100 copies $1.85 ea. 
6 to 99 copies 2.00 ea. 


(*Minimum Price in Any Quantity) 


250 ormore 1.75 ea.* 


Keeps’’ is Now the Rule— 


and it’s just “‘Good Sense’’ too! 


ALL TRANSPORTATION systems including the United 
States mails are suffering from constantly increasing congestion. To 
relieve this situation wherever possible, so as to facilitate the move- 
ment of vital commodities, is the duty of every American. 


TIME WAS when Americans could afford the luxury of order- 
ing a larger quantity of LITTLE GEM Life Charts than were 
going to be used—and return the extra copies. But not so today. 
Most agencies have always bought “for keeps.” Some agencies, 
however, have become accustomed to ordering too many—and then 
returning unused copies later on. These offices, we know, will see 
the “good sense” in eliminating this wasteful procedure. 


FROM NOW ON, therefore, in line with policies being adopted 
by many retail concerns and other publishers, to prevent further waste 
and to reduce the postman’s unnecessary load—ALL LITTLE 
GEMS (except single copies for inspection) ordered after July 15th, 
1942, are NOT RETURNABLE for credit. 





Single Copies "for Inspection" 


So you may “eye—before you buy”— 
one LITTLE GEM—but omly one, will 
be mailed for inspection with privilege of 
return. 


(This exception is allowed in fairness to customers 
located away from cities where we have sales offices 
—and because very few single copies are ever re- 
turned.) 











FOR 1943—to enable you to determine your needs as exactly as 
possible, all advance reservations for the 1943 Little Gem may be 
adjusted for changes in personnel, up to March 15th, 1943. A special 
reminder of this will be sent to all customers, shortly before that 
date. We will endeavor, of course, to keep on hand a sufficient 
supply of copies to take care of unanticipated needs. 


PRICES. The price per copy is now determined by the quantity 
purchased at one time. See adjoining new scale of prices. If you can 
order through your Home Office, a lower price may be available. 


Be sure to inquire! 


The National Underwriter Company—Statistical Division 


420 East Fourth Street 


Cincinnati, Ohio 











